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During the past nine months more new 
recruits joined Northwestern National Life 
than in any like period in the past decade. 
Forty-two percent of these new agents were 
men who were introduced to the company 
by other NWNL agents. This is just one 
measure of the regard in which our fieldmen 
hold the NWNL franchise and the oppor- 
tunities it represents—for thorough career 
training, for profitable market building, for 
advancement into field management. 
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How 
GUARANTEED 
COST 

can help 


you sell 


BUSINESS 


LIFE 


Every day more and more businessmen are 
learning that life insurance can solve many per- 
plexing problems. When you offer them solu- 
tions you free their minds from these problems 
for production and sales. 

Of course businessmen are keenly aware of 
the dollar-and-cent picture on income and ex- 
pense, profit and loss. And they are especially 
interested in the specific cost of any solution 
you offer through insurance. 

When you talk with a prospect about a 
Travelers Business Life insurance contract, you 
can tell him the cost is guaranieed. 

Yes, you can quote to the penny the cost of 
the policy for any given number of years, and 
also the exact benefits available. 

This is the kind of information businessmen 
like. Information that leads to decisions to buy. 

See your nearest Travelers Life Manager or 
General Agent for full information on Travelers 
Business Life contracts. He’ll be happy to ex- 
plain the Guaranteed Cost principle more fully 
= show you how it can lead to interviews and 
sales. 


THE GOOD THINGS IN LIFE ARE GUARANTEED 


SINCE 1865, ONE OF THE 
LEADING LIFE INSURANCE COMPANIES 


HARTFORD 15, CONNECTICUT 
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MDRT Research to 


Study What Makes 
Agents Qualifiers 


Social Research Institute 
of U. of Mich. to Conduct 
Survey, Members Are Told 


By ROBERT B. MITCHELL 
Why is it that one man in an agency 


_ makes the Million Dollar Round Table 


and another man in the same agency, 
with the same commission rates and 
apparently the same _ opportunities, 
doesn’t even come close? 

It has long been recognized that the 
answer to this elusive question would 
go far toward boosting the production 
of many less-than-a-million producers 
into the million-dollar class, or at least 
much closer to it than they otherwise 
would come. 

These considerations impelled the 
executive committee of the Million 
Dollar Round Table, at the annual 





OFFICERS ELECTED 

Chairman—William D. Davidson, 
associate manager Equitable Society, 
Chicago. 

Vice-chairman—Adon N. Smith I, 
Northwestern Mutual Life, Charlotte, 
N. C. 

Immediate past chairman—Howard 
D. Goldman, general agent Northwest- 
ern Mutual Life, Richmond. 

Members of executive committee— 
Robert S. Albritton, Provident Mutual 
Life, Los Angeles (reelected), and 
James B. Irvine Jr., general agent 


_ National Life of Vermont, Chattanoo- 


ga. The new executive committee 


_ takes office Oct. 31, end of the current 


- Round Table year. 


Place and dates of 1958 meeting: 
Banff Springs hotel in the Canadian 
Rockies, Wednesday, June 18 through 
Saturday, June 21. 





meeting at White Sulphur Springs, 
W. Va., to decide to use the bulk of 
its $12,000 public relations fund for 
an impartial objective study, made 
both factually and psychologically, to 
find out what it is that makes the 
million-dollar producer what he is. 

The announcement, made by MDRT 


_ Chairman Howard D. Goldman, North- 


western Mutual, Richmond, Va., at the 
annual business meeting, was greeted 
with enthusiasm by the members. Mr. 
Goldman said that in deciding on this 
project the executive committee had 
weighed carefully the unanimous rec- 
ommendations of its public relations 
committee, which includes William T. 
Earls, Mutual Benefit Life, Cincinnati, 
chairman; Philip F. Howerton, Con- 


; necticut Mutual Life, Charlotte, N.C., 
' and Arthur F. Priebe, Penn Mutual 





| Life, Rockford, Ill. Messrs. Earls and 


Priebe are past chairmen of the MDRT. 

The executive committee also adopt- 
ed the two other recommendations of 
the public relations committee: 

1. The setting up of regional com- 
mittees—probably four or five—to ar- 
range to obtain for colleges and uni- 
versities in their areas MDRT mem- 

(CONTINUED ON PAGE 8) 


on Cheese Double Dollar 
Bank Launches ‘Free 


Insurance’ Ad Series 


South Side Bank & Trust Co., one 
of several Chicago banks offering the 
so-called double dollar plan, launched 
an intensive newspaper and radio ad- 
vertising campaign this week in which 
it was stated that the bank offered 
“free life insurance” up to $5,000 per 
person for all savings depositors up to 
age 60. No medical examination is re- 
quired but there’s a 90-day waiting pe- 
riod after savings are deposited before 
the insurance goes into effect. 

Chicago Assn. of Life Underwriters 
has long and vigorously opposed the 
use of the words “free insurance” in 
connection with double dollar plans. A 
leading member of the Chicago associ- 
ation said this week’s ads of South Side 
Bank & Trust “just floored” him. The 
association contends that the insurance 
is not free to depositors and that the 
depositors, in effect, pay for the insur- 
ance because the double dollar plan 
banks give less interest on savings than 
do many other banks in Chicago. 

This week’s ads offering free insur- 
ance were displayed in Chicago daily 
newspapers, in the city’s foreign lan- 
guage press, and were announced over 
the air. The bank said the response 
was great. New savings deposits came 
by mail from all sections of the city, 
from throughout Illinois, and even 
from out of state, especially in the 
states neighboring Illinois where Chi- 
cago newspapers are circulated. 

The double dollar plan in substance 
offers term life insurance to match 
savings, dollar for dollar up to a speci- 
fied maximum. South Side Bank & 
Trust inaugurated the double dollar 
plan last September, setting a $2,500 
maximum per person for insurance. As 
of July 1, this maximum was raised to 
$5,000 per person, $10,000 in the case of 
joint accounts. 


Blue Cross Rates 
Up 12% in Mich. 


LANSING—An average rate in- 
crease of 12% has been granted by 
Commissioner Navarre to Michigan 
Blue Cross. Mr. Navarre explained the 
petition for new Blue Cross rates was 
approved “in order to maintain sol- 
vency of the hospital plan and to as- 
sure sufficient income to provide for 
increased hospital costs.” The Blue 
Cross rates in Michigan were in- 
creased in March of 1956, but the 
15% approved at that time was sub- 
stantially less than Blue Cross man- 
agement desired. Since that adjust- 
ment, Mr. Navarre noted, there has 
been an average increase of 10% in 
the cost of hospitalization on a daily 
basis, from $25.96 to $28.60, while in 
addition more Blue Cross subscribers 
are going to the hospital. The Mich- 
igan plan paid out $1.8 million more 
than it received in subscriber income 
in the first five months of 1957. 

Blue Shield also got a 12% boost, 
its first since 1950. 





Southern California Assn. of Sev- 
enth Day Adventist, Glendale, has 
been authorized to act as a grants & 
annuity society in California. 


ae Asked | to Avoid 
Elaborate Reports in 
Curbing Fund Abuses 


WASHINGTON — Recommendation 
that care be exercised by Congress to 
avoid disclosure requirements going be- 
yond the prevention of abuses in the 
handling of employe welfare funds was 
contained in the recommendations of 
three insurer associations at a hearing 
held by the House committee on edu- 
cation and labor. 

Going beyond what is needed to pre- 
vent abuse could lead to burdensome 
and costly administrative procedures 
on the part of managers of welfare 
programs, the government, and the in- 
surance companies, the associations’ 
statement said, pointing out that 
such unnecessarily extensive legislation 
could boost the cost of benefit plans, 
reduce the benefits available, and in- 
terfere with the healthy growth of 
these programs without any corres- 
ponding public benefit. 


The statement was presented by 
Gilbert W. Fitzhugh, 2nd vice-presi- 
dent of Metropolitan Life. It followed 
closely the statement that Mr. Fitz- 
hugh presentated to the special Senate 
subcommittee on welfare and pension 
fund legislation last month and re- 
ported in THE NATIONAL UNDERWRITER 
for June 14. Accompanying Mr. Fitz- 
hugh in his house committee testimony 
were Victor A. Lutnicki, vice-president 
and general solicitor of John Hancock, 
and Lawrence M. Cathles Jr., vice- 
= of the group division of Aetna 

ife. 

Chairman Kennedy of the Senate 
subcommittee, said this week he ex- 
pects his group will report legislation 
to the Senate this session providing for 
“comprehensive disclosure.” 





Health Insurers Asked to 


Aid N. Y. Joint Committee 


NEW YORK—The Metcalf commit- 
tee of the New York legislature, which 
is studying gaps in available health in- 
surance coverages, has invited Health 
Insurance Assn. of America to cooper- 
ate in getting up a committee of six or 
eight technical experts to help the 
Metcalf committee evaluate the pro- 
posals it has before it and possibly 
make additional suggestions. 

The Metcalf committee is particular- 
ly interested in such things as techni- 
cal changes in the conversion-cancella- 
tion bills introduced in the last legis- 
lative session, ways of improving cov- 
erage in the rural areas, and methods 
of providing health coverage for the 
temporarily unemployed worker, and 
for persons over 65. 

Sen. Metcalf’s letter was addressed 
to Joseph F. Follman Jr., HIA director 
of information and research. Queried 
by THE NATIONAL UNDERWRITER, Mr. 
Follman said it would probably be 
next week before a committee could be 
appointed. 





Dayton Blue Cross Seeks Increase 


Hospital Care Corp. of Dayton (Blue 
Cross) has asked the Ohio department 
for an increase in membership fee to 
be effective Oct. 1. The plan has 
about 1,400,000 subscribers and is look- 
ing for an increase of about 7 to 10%. 


Hendley is NALU 
Nominators Choice 
for Secretary Post 


Committee Regrets Bylaws 
Bar Larger Slate, Suggests 
Nominations from Floor 


WASHINGTON—William S. Hend- 
ley Jr., Mutual of New York agent who 





R. Edwin Wood 


W. S. Hendley Jr. 


is in the middle of his second term as 
a trustee of National Assn. of Life Un- 
derwriters, has been nominated for 
secretary of NALU by the nominating 
committee, following a conference here. 

As expected, Albert C. Adams, John 
Hancock, Philadelphia, NALU vice- 
president was nominated for president, 
Oren Pritchard, Union Central, Indi- 
anapolis, NALU secretary, was nomi- 
nated for vice-president, and J. Hicks, 
Baldwin, New England Life, Washing- 
ton, D.C., NALU treasurer, was nomi- 
nated to succeed himself. 

The committee, headed by R. Edwin 
Wood, Phoenix Mutual Life, San Fran- 


cisco, also nominated these trustee can- 
(CONTINUED ON PAGE 20) 








Complaints Against 
Family Plan in Ind. 
Fall Off, Palmer Says 


Complaints to the Indiana insurance 
department over the family plan pol- 
icy have dropped to almost nil, accord- 
ing to Alden C. Palmer, commissioner. 

Mr. Palmer, who, several weeks ago, 
expressed public concern over the 
large number of complaints alleging 
twisting in the sale of the family plan 
coverage, told THE NATIONAL UNDER- 
WRITER this week that no complaints 
of any kind have come in in the past 
fortnight. 

“IT think perhaps part of the falling 
off in complaints is a result of the fact 
that so many companies have begun 
offering the all-family coverage. Most 
agents whose policies are threatened 
with a lapse because of someone else’s 
presentation of the family plan find 
they can salvage their business by us- 
ing their own family policy,” he stated. 

“However, even more than that fac- 
tor is the cooperation of home offices 
offering the policy. Most of them have 
been quite concerned over the lapse 
problem created when the plan first 
came out and have made valiant ef- 
forts to train their men to sell the 
form without producing a lapse. I feel 
much credit should go to these home 
office men for their all-out and appar- 
ently highlv effective cooperation.” 
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REJECTS NALU PLEA 


NAIC Unit Wants No 
Uninsured Welfare 
Plans in Its Code 


NEW YORK—Efforts to get unin- 
sured welfare plans included along 
with insured plans 
in the code of eth- 
ics being devel- 
oped by the Na- 
tional Assn. of In- 
surance Commis- 
sioners got exactly 
nowhere at the 
hearing held here 
Tuesday by the 
NAIC subcommit- 
tee headed’ by 
Commissioner Na- 
varre of Michigan, 
NAIC president. 

Mr. Navarre 
made it very clear 
that he and his committee are firmly 
opposed to including uninsured plans 
in the code, as requested by National 
Assn. of Life Underwriters and other 








Joseph A. Navarre 


producers’ organizations. The latter 
want the uninsured plans included on 
the ground that to limit the code to 
insured plans would tend to single out 
the insured plans as the “bad boys.” 
Also, as pointed out by Carlyle Duna- 
way, general counsel of NALU, the 
uninsured plans should be covered be- 
cause they are also covered by model 
bills requiring the filing of reports. 


Mr. Navarre said that regardless of 
whatever abuses there may have been 
among uninsured plans, the purpose of 
the code of ethics was to help eliminate 
any question that congressional leaders 
might have about the adequacy of state 
regulation. It would only hinder the 
chances of getting the code adopted if 
it placed insurance departments in the 
position of trying to expand the scope 
of their present authority, he said, cit- 
ing states where legislation had failed 
because it included uninsured plans 
along with insured programs. 

The other point made by the pro- 
ducers’ organizations was that the 
NAIC subcommittee should notify peo- 
ple outside the insurance business who 
are interested in the effect of the pro- 

(CONTINUED ON PAGE 19) 











FOR THE MAN READY FOR 


General Agent Qualification 


Progressive Indianapolis currently offers a splendid 
opportunity for the man ready for General Agent res- 


ponsibility. 


National Reserve Life with over Two Hundred 
Million Dollars Insurance in Force is continuing this 


year its vigorous expansion program throughout the 


entire Operating territory. 


Complete home office cooperation assured. Write 
today for detailed information — all correspondence 


in strict confidence. 


S. H. WITMER . . . Chm. of the Board 


NATIONAL RESERVE 


mm LIFE INSURANCE COMPANY 


SIOUX FALLS 





TOPEKA > 





INDIANAPOLIS | 








H. O. CHAPMAN ... President 








Duce Joins D.L.B. 
Editorial Staff 


J. A. Duce has joined the Diamond 
Life Bulletins department of The Nat- 
ional Underwriter 
Co. at Cincinnati 
as assistant editor 
of the D. L. B. 
Agents Service. He 
will work direct- 
ly under H. E. 
St.Clair, editor of 
the service, and 
under the general 
supervision of H. 
P. Gravengaard, 
executive editor 
of life insurance 
publications. 

A native of Texas, Mr. Duce has been 
with American National at Austin since 
1949, with a four year interruption due 
to air force recall. During the past year, 
he received his M.B.A. in insurance 
from University of Texas. His thesis 
was a study of the new special in- 
vestment policies. After war time serv- 
ice with the army air corps, Mr. Duce 
returned to University of Texas, grad- 
uating in 1948, and joined American 
National. He was recalled by the air 
force late in 1950, being separated at 
the beginning of 1955 with the rank of 
major. During this period, Mr. Duce 
taught at Texas A. & M. as an ROTC 
instructor and was the author of a 
training manual on advanced naviga- 
ticn. He later saw combat service in 
Korea as a navigator. 

While with American National, Mr. 
Duce completed the life insurance mar- 
keting course at Southern Methodist 





J. A. Duce 
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Western & Southern 
Completes Reinsurance 


of Life of Missouri 


Western & Southern Life has com- 
pleted as of July 1 the reinsurance of 
all the business of Life of Missouri. 
The former home office of Life of 
Missouri at 705 Chestnut street, St.— 
Louis, now becomes the mid-continent 
home office of Western & Southern. 
The St. Louis office continues to op- 
erate with the same staff under the 
direction of C. R. Gulley, who has be- 
come a vice-president of Western & 
Southern. 

Upon completion of this merger, 
Western & Southern, a mutual com- 
pany, listed assets of approximately 
$775 million, and insurance in force 
exceeding $3.75 billion. 4 











Sacramento GAs Elect Denis B. M 


Pollock as President 


Charles E. Pollock, Metropolitan 
Life, was elected president of Sacra- 
mento General Agents & Managers 
Assn. for 1957-1958. Other officers are 
Frank G. Kay, Washington National, 
vice-president; M. G. Rogers, Bank- 
ers Life of Iowa, secretary, and Ray- 
mond A. Lacy, Franklin Life, treas- 
urer. The directors are Noyd Leonard, 
John Hancock; Carleton L. Wilcox,| 
Guardian Life; J. Keith Williams,’ Sanders cas 
New England Life; John S. Kerns, jn Utah de 
Northwestern Mutual Life, and Ray) in a simila: 
Crothers, Travelers. Mr. Kerns is the} he stented 
immediate past-president. Though it 


rulings and 
felt the Prt 
be so impo 
and the qu 
were devote 
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| was the det 
university. He, Mrs. Duce and their two! guro said th 
children have taken up residence in the great stress 
Pleasant Ridge area of Cincinnati. ' redemption 
jtions were 



































Gold Topped Walking Canes have been presented to top Life of 
Georgia Agents and Staff Managers for outstanding performance 
in sales and service of life insurance. Receiving the Gold Cane 
Awards are, left. to right: G. W. Clark, Agent; H. P. Johnston, 
Agent (now Staff Mgr.); J. L. 
Simmons, Agent (now Staff Mgr.); Rankin M. Smith, Vice President 
for Field Operations, who presented the awards; G. F. Hudson, 
Staff Mgr.; L. B. Wiley, Agent; John Kilgore, Staff Mgr. (now 
Dist. Mgr.) and W. J. Turpin, Staff Mgr. 


}proceeds to 
y | less of its va 
| tion. 


The imp 
icases, he co 
‘nothing nev 
‘significant b 
‘of a renewe 
and the tax 
/Mr..Maduro 
Fconclusion o 
Spose of life 
stock purcha 
provide a 1 
‘stockholders 
‘deceased pc 
‘which was r 
“cuit court o: 
ecase. Mr. \V 
neither the P 
fers case is i 
meloid cas 
should not g 
nd Sanders 
othing new 
an’t be con 
wang wave 

ou’re in the 


F 
’ 


' Here are 
rules for avoi 
‘type of trouk 
_ 1. Make su 
ithe sole owns 
the policy. 
» 2. Make su 
Vorced from 
independent | 
fi constitutes 
ion available 


Mooneyhan, Staff Mgr.; J. C. 














Yesurance Compatey~ 3. Make su 
/GEORGIA es 3. 
lance shee 

INSURES THE SOUTH ~ SINCE 1691 ¢ uch policy is 
wome Ovesce ateanta ledged asset 

4. Make su 





July 12, 1957 


LIFE INSURANCE EDITION 


3 





. 1957 





CALLS DECISIONS IMPORTANT 





Maduro Gives MDRT Members I1 Rules 
for Avoiding Prunier-Sanders Snags 


Precautions for keeping out of the 








— of kind of tax trouble that happened in 
> igen the recently decid- 
ife of : 
et, St. ed Prunier and 
\tinent - Sanders cases were 
ithern given by Denis B. 
to op- Maduro, New York 
er the tax and business 
as be- insurance legal au- 
ern & thority, in his talk 
verger at the meeting of 
j the Million Dollar 
com- 
nately Round Table at 
force! White Sulphur 
Springs, W. Va. 
Though he was 
scheduled to cover 
Denis 8 Maduro the entire field of 
recent tax cases, 
rulings and regulations, Mr. Maduro 
jolitan felt the Prunier and Sanders cases to 
Sacra- be so important that his entire talk 
nagers gnd the question period following it 
Ys ar€ were devoted to these two decisions. 
tional, In the Prunier case the premiums 
oon paid by a corporation under a stock 
treas- redemption agreement were held by 
onard, the tax court to be additional com- 
Vilcox,! pensation to the stockholders. In the 
lliams,’ Sanders case, the federal district court 
Kerns,'in Utah decided that premiums paid 


1 Ray in a similar case were dividends te 
™ the} the stockholders. 

Though it is impossible to say if it 
~~} was the determining factor, Mr. Ma- 
‘ir tw) duro said the courts in both cases laid 
in the} great stress on the fact that under the 
ti. |redemption agreements the corpora- 
itions were obligated to use all the 
iproceeds to redeem the stock regard- 
hless of its value at the time of redemp- 
| tion. 






















The important thing about these 
icases, he commented, is that there is 
nothing new about them. They are 
significant because they are evidence 
‘of a renewed attack by the Treasury 
‘and the tax court to re-establish what 
‘Mr..Maduro termed the “unwarranted 
‘conclusion of fact’ that the real pur- 
fpose of life insurance used to fund a 
stock purchase agreement is merely to 
iprovide a means for the surviving 
‘stockholders to buy the stock of a 
‘deceased policyholder—a _ conclusion 
‘which was reversed by the third cir- 
‘cuit court of appeals in the Emeloid 
scase. Mr. Maduro pointed out that 
meither the Prunier case nor the Sand- 
ers case is in the same circuit as the 
lEmeloid case. He said that agents 
should not get scared at the Prunier 
and Sanders decisions, since there is 
mothing new about them, “but you 
‘can’t be complacent, because if this 





2 of ‘second wave of attacks wins, then 
nce you’re in the soup. 

1 e * & 

ame Here are Mr. Maduro’s suggested 
ton, ‘rules for avoiding the Prunier-Sanders 


ec type of trouble: 
' 1. Make sure that the corporation is 


lent tthe sole owner and sole beneficiary of 
3on, ‘the policy. ; 
nOW 2. Make sure that the policy is di- 


orced from and kept separate and 
independent of the agreement, so that 
it constitutes an asset of the corpora- 
ition available at all times for the bene- 
fit of its credits. 
| 3. Make sure that the policy is car- 
ied as an asset on the corporation’s 
balance sheet, with a footnote that 
such policy is an unrestricted and un- 
pledged asset. 
4. Make sure that the policy value 
on the balance sheet is either its cash 


value or total net premium cost. (Mr. 
Maduro prefers the latter as being 
the more true value.) 

5. Eliminate from the agreement, and 
also eliminate from the policy, any pro- 
vision which gives to any stockholder 
the right to change the corporation as 
the beneficiary. 

6. Eliminate from the agreement, and 


also eliminate from the policy, any 
provision which exempts the policy 
from the claims of creditors of the 
corporation. 

7. Eliminate from the agreement any 
provision which requires the policy 
proceeds to be used in payment of 
the redemption purchase price, or any 
provision which requires the policy to 
be pledged under the agreement or 
to be held in a special reserve account 
for the purpose of the agreement. 

8. Eliminate from the agreement, and 
also eliminate from the policy, any 
provision which gives to any stock- 


holder the right to buy any policy at 
any time. 

9, Eliminate from the agreement, and 
also eliminate from the policy, any 
provision giving to any stockholder 
the right to use any of the settlement 
options in the policy. 

10. Eliminate from the agreement, 
and also eliminate from the policy, any 
provision which requires the redemp- 
tion purchase price to be not less than 
the death proceeds of the policy. 


11. Make sure that the agreement is 
(CONTINUED ON PAGE 18) 

















<A CO MOC RRE ici i8t Bi. 


imagination... ingenuity..and income! 


The difference between $1,500 and $15,000 of commission 
income is imagination and ingenuity. 

At Berkshire, we say that the role of training is to teach 
skills and techniques and develop these valuable ingredients. 
The role of sales promotion is to provide the tools and moti- 
vation that implement the sales training track and inspire 
this type of creative salesmanship. 


We recognize and heartily endorse all methods of life insur- 
ance selling from the simple policy sale to the complex es- 
tate analysis. We know how the promotional needs of the 
Agent differ from those of the Broker. We view the life 





underwriter as a professional man, and our sales promotion 


is carefully designed to enhance this status, and help pro- 
duce commensurate income. This is our creed. It is, we 
feel, an important reason why today 
Berkshire presents the greatest potential 

for personal growth in the industry! 








ERKS HIRE 
LIFE INSURANCE Co. 
Life, Accident & Sickness, Pension Plans, Annuities 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY ° 1851 
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N. E. Life Group Men 
Urged to See Clients 
Regularly Each Year 


Group salesmen should call on their 
clients at least once or twice a year, 
not just to make social visits but to 
give clients ideas and find out their 
special problems, Charles D. Root 
Jr., vice-president of Towers, Perrin, 
Forster & Crosby, told 40 members of 
New England Life’s group sales force 
at a 5-day conference at Chatham 
Bars inn, Cape Cod, Mass. 


Group representatives should be- 
come acquainted with employe bene- 
fit consulting firms because it is ad- 
vantageous for all concerned to place 
cases through local representatives, 
Mr. Root said. Group representatives 
also should know local brokers who 
can provide introductions to clients. In 
order to take full advantage of these 
meetings, the group man must be com- 
petent, well posted on developments 
in the group field and able to com- 
municate his ideas successfully. 

The conference covered group un- 
derwriting, administration, rates, ma- 


jor medical, life, A&S and pensions. 
John Hill, vice-president, and Aubrey 
Horton, director of group sales, were 
in charge. 


O’Regan Gives Paper at Bar Meet 

F. Joseph O’Regan, assistant general 
counsel of Health Insurance Assn. of 
America, delivered a paper on the 
“Time Limit on Defenses and Incon- 
testable Provisions in Relation to Re- 
instatements” at the meeting of the 
insurance section of American Bar 
Assn. at New York. 





What the well-dressed underwriter is wearing... 




















Whether you favor the “Ivy League’ look 
or a less conservative mode of dress, there’s 
one fashion in handsome accessories which 
underwriters everywhere recognize as a mark 
of distinction . . . the C.L.U. key. Enviable 
is the man who has the right to wear one. It 
is the visible evidence of his professional com- 
petence . . . his personal allegiance to the 
highest standards of integrity and client- 
focused service. 

The man wearing the C.L.U. key stands 
out in the crowd. More and more people 


. everyday, everywhere . . . are conscious 
of the importance to them of choosing as their 
life insurance counselor the man who is a 
Chartered Life Underwriter. And they point 
to their choice with justifiable pride. 

To win the respect and confidence of a 
growing clientele, to know the satisfaction 
which stems from a broad and flexible know]- 
edge of your profession, set your sights on the 
achievement of the mark of distinction in the 
field of life underwriting . . . the C.L.U. 
designation. It’s a growing fashion . . .* 


*Equally becoming to underariters on the distaff 
side: 


NATIONAL LIFE OF VERMONT heartily en- 
dorses the aims and objectives of the C.L.U. 
Movement . . . an endorsement supported by a 
comprehensive incentive program designed to en- 
courage C.L.U. study among members of its own 
field force. 





Berle Sees Nearly All | 


Workers Under Pension | 
Plans in Next 20 Years 


A huge expansion of pension plans 
in the years immediately ahead, with 


practically all of the nation’s workers) 


covered in 20 years, was predicted by 
A. A. Berle Jr., former undersecretary 
of state and now professor of law at 
Columbia university at a meeting of 
the insurance section of American Bar 
Assn. at Hotel Plaza in New York City, 
e e e 

Mr. Berle said there is a strong case 
for uniform regulation of pension 
plans, referring to the divergent rules 
applying to the various types of pen- 





sion plans, insured and uninsured. The 
savings accumulated in these pension} 
funds are not voluntary. Therefore, a 
special responsibility rests upon those 
accumulating and holding them, pend- 
ing pension payment. 

“The rise of pension plans has sub- 
stantially accompanied the postwar 
bull market rise,” he said. “We have) 
yet to discover the experience of these} 
funds in the event of a downturn in 
the business cycle or a period of de- 
flation. The case is strong for some 
financial underscoring of all except 
the quite large pension funds.” 

Mr. Berle was one of four panelists: 
who discussed “Employe Welfare and| 
Pension Plans-Insured and _ Unin-) 
sured.” The other speakers were Rev.' 
Paul Harbrecht, S.J., Victor Lutnicki, | 
vice-president and general solicitor of! 
John Hancock, and Albert Pike Jr.,| 
actuary of Life Insurance Assn. of 
America. 

e e e 

Mr. Pike suggested that the same 
legal ground rules apply for uninsured 
as well as insured employe welfare 
and pension plans, both as to taxation 
and to regulation. He did not except 
the new state legislation and proposed 
new federal legislation calling for reg- 
istration and financial disclosure for 
these plans, as a means of curbing 
the abuses which have been revealed 
on some plans. He said instead that 
the area of employe welfare and pen- 
sion plan abuse can be narrowed down > 
to employe welfare and pension plans,’ 
insured or uninsured, which are as-) 
sociated with special funds. f 

Mr. Lutnicki, discussing the non-; 
application of insurance regulations to 
uninsured pension plans, said these 
plans should be considered as being 
subject to the insurance regulations, 
based on the obvious intent of the 
legislators in enacting the laws. The 
current proposed legislation for wel- 
fare fund disclosure is not a full an- 
swer to the problem, and only a more 
active kind of regulation covering in- 
vestment policy, discrimination, claim 
handling and expenses, will do. 

Rev. Harbrecht, who has made a 
life study of sociology and economics, 
said that the problems raised by em- 
ploye welfare plans are more than 
merely technical problems for the busi- 
nessman, lawyer or financier, rather 
than being social in nature and na- 
tional in scope. One of the important 
questions is what protection workers’ 
may expect from the company pension! 
plan itself. 








Not Jefferson Standard 


Jefferson Standard Life was given. 
incorrectly as the company of Jack R. 
Ray, in an item in the June 21 issue. 
Mr. Ray is with Jefferson National’ 
Life of Indianapolis. Mr. Ray was 
reported as going to open up the state 
of Florida for Jefferson Standard. Ac- 
tually Jefferson Standard has_ been 
operating there for 44 years. 
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CLU Movement Helps 
Meet Challenges of 
New Trends: Traylor 


Tremendous changes are taking place 
in the nation’s political, social and busi- 
ness economy, and 
the meeting of 
challenges growing 
out of some of 
these trends is 
made easier by the 
education offered 
in the CLU move- 
ment, Fitzhugh 
Traylor, manager 
of Equitable Soci- 
ety at Indianapolis 
and president of 
American Society, 
told an audience of 
104 at a New York City CLU chapter 
luncheon. 

The need for the professional con- 
cept in selling life insurance cannot 
be overestimated, and agents posess- 
ing such a concept are better equipped 
to deal with the shifts in thinking 
seen on all sides, Mr. Traylor said. It 
is most important that all segments 
of the insurance business recognize 
this fact and, more importantly, do 
something about it. 





Fitzhugh Traylor 


He described some recent develop- 
ments in society and American College 
activities, such as chapter officer 
training conferences, continuing edu- 
cation, management education and co- 
operation with other countries. He 
spoke informally on a number of other 
CLU matters, also. 

The chapter elected Bernard M. Ei- 
ber, general agent of Mutual Trust 
Life, president to succeed James J. 
McCann Jr., manager of Home Life. 
Mr. McCann received a gavel and cer- 
tificate of appreciation for his serv- 
ices during his term of office. 


Also elected were Mrs. Margaret F. 
Carlsen, director of CLU activities of 
Equitable Society, executive vice- 
president; Ralph Fensterwald, general 
agent of Continental American, edu- 
cational vice-president; Gerald D. 
Good, manager of Equitable Society, 
public relations vice-president; How- 
ard Rosan, general agent of Continen- 
tal Assurance, secretary, and B. Wil- 
liam Steinberg, general agent of Mas- 
sachusetts Mutual, treasurer. 

Elected directors were Harry Phil- 
lips III, Penn Mutual, and Harry K. 
Gutmann, Mutual of New York, 3- 
year terms; Alfred Cranwill, Institute 
of Life Insurance, and A. Leslie Leon- 
ard, Insurance Society of New York, 
2-year terms; Fred G. Kimball Jr., 
New York Life, and Sidney L. Wolk- 
enberg, Union Central, l-year terms. 





Federation of Insurance 


Counsel Elects La Brum 


J. Harry La Brum, Philadelphia, be- 
came president of Federation of Insur- 
ance Counsel at the closing session of 
the Federation’s recent annual con- 
vention in New York City. Mr. 
La Brum is a senior partner in the firm 
of La Brum & Doak and was chairman 
of the insurance section of American 
Bar Assn. in 1946-47. 

George F. Woodliff, Jackson, Miss., 


' was elected executive vice-president 


; given. 
Jack R. 
1 issue. 
lational! 
y was; 
1e state) 
rd. Ac-) 
s been) 





and president-elect. Mr. Woodiiff is 
vice-chairman of the Mississippi in- 
surance commision. He is also general 
counsel and a director of American 
Liberty Life. Robert T. Luce, Chicago, 
secretary and counsel of Casualty Mu- 
tual, was elected secretary-treasurer. 
Vice-presidents elected were John 


D. Cheek, Oklahoma City; Claudius A. 
Des-:Champs, San Francisco; Frederick 
M. Garfield, New York; David Green, 
Newark; Frank Kelly, Chicago; Roger 
Lacoste, Montreal, and Richard F. 
Stevens, Cleveland. 

Charles B. Robison, Chicago, past- 
president of the Federation, was ap- 
pointed editor of the Federation of In- 
surance Counsel Quarterly. The 1958 
annual meeting of the group is to be 
held in August at the Fairmont hotel, 
San Francisco. 


McGee & Co. Opens 


Atlantic City Office 


McGee & Co. of Philadelphia, con- 
sultants on employe benefit plans, has 
opened a new office in Atlantic City 
in the Boardwalk Arcade building. 

The office will be opened year- 
around under the direction of A. Ben- 
jamin Salus. Pension, group and profit 
sharing plans and immediate claim 
payment are among the services of- 
fered. 


I Million LIAMA Aptitude Tests 


The one millionth copy of the cur- 
rent aptitude index, scientific selec- 
tion test developed by LIAMA, has 
just rolled off the printing press. The 
index, originated 20 years ago, has 
been revised continuously until it 
stands as the best known test to de- 
termine whether a man has aptitude 
for selling ordinary life insurance. It 
is used by 180 life companies and ad- 
ministered to 170,000 prospective 
agents annually. 





How Pacific Mutual does more 


for future Agency Managers... 











with its 


YEARS AHEAD 
management 
development 
|| program 


1s 
management 
your goal ? 


...a@ company that looks to the future! 


Pia a 
. 
$ be eee 


PACIFIC MUTUAL builds its 

field management through a 
unique Management Development 
Program—a two year minimum, 
intensive training program in 

the skills and techniques of 
successful Agency Development. 









With a substantial salary (no personal production 
required) Pacific Mutual Management Development Pro- 
gram participants devote full attention to management 
duties. Candidates who pass the strict qualification tests 
and interviews, work as Agency Supervisors while being 
trained by outstanding Agency Builders. After training, 
participants fill Agency Executive openings as they arise. 













Can you qualify? 


Men under age 35 with a college degree who are married 
and have at least one year personal production experience 
are eligible for consideration. Write in strict confidence 
giving details of personal and business history to: 


RALPH J. WALKER, Vice-President 


Pacific Mutual Building 
Los Angeles 55, California 


Pacific Mutucil, 
Life Insurance Company 


HOME oFFice: Los Angeles, California 
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Service is Theme of 
Union Mutual 4-Day 
Biennial Conference 


“Service Is Our Most Important 
Product” was the theme’ which 
sparked Union Mutual Life’s biennial 
4-day sales conference for 300 agents, 
managers and wives at Wentworth ho- 
tel in Portsmouth, N. H. 


The current sales goal of $750 mil- 
lion in force by 1958 has been sur- 
passed. President Rolland E. Irish was 
presented with a replica of the ‘750 
by ‘58’ symbol and informed of the 
achievement by Vice-presidents John 
R. Carnochan, Alfred W. Perkins and 
Robert C. Russ. No production goal 
was set for the future, but officials 
hope to reach the $1 billion mark be- 
fore the next conference. 

New tools of interest to the field in- 
clude a life manual, abridged life rate 
book supplement covering 10-year lev- 


el term riders, simplified application 
form to be introduced in the near fu- 
ture, direct mail kit, non-can coverage 
which provides disability protection 
to age 65, key man non-can sales kit, 
and a sample book of all Union Mutual 
sales material. 


Of interest to the field, particularly 
to charter members of the newly or- 
ganized President’s Club, top produc- 
tion group, was word that the Presi- 
dent’s Club award for 1957 would be 
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ing message on outdoor posters 
will appear in over 100 cities and 


towns throughout the United 


States and Canada in 1957. 


Outdoor advertising is an effective 
partner of the Great-West Life 


representative in his sales and 


service activities. 


Greatr-West Lire 


ASSURANCE COMPANY 


MEAD OFFICE - WINNIPEG. CANADA 


This powerful — thought provok- 



































a meeting at Williamsburg, Va. next 
May. 

Mr. Perkins unveiled a new compre- 
hensive major medical group policy 
which will replace an existing hospi- 
talization and surgical benefit program. 

Mr. Carnochan, the agency vice-pres- 
ident said the public this year is bet- 
ter equipped economically to buy in- 
surance and more willing to invest in 
life insurance than ever before in his- 
tory. With sales of all lines at an all- 
time high, a number of companies are 
engaged in the most intensive compe- 
tition for business ever seen. During an 
era when the public is able and willing 
to buy at established premium rates, 
companies are striving to outdo each 
other in cutting rates, heedless of the 
dangerous implications for the future 
that might attach themselves to such 
action. In times when the public has a 
better acceptance of the service ren- 
dered by the agent than ever before, 
some of the most respected companies 
are abandoning the very principles that 
have built up this public acceptance 
to compete for more and more man- 
power. The implication of all this is 


that a continuance of such activities — 


can lead to a loss of hard-earned pub- 
lic confidence and_ disillusionment 
among the good men representing these 
companies. 


Stating that a number of large com- 
panies had adopted a philosophy of 
“volumitis” in their competitive efforts 
Mr. Carnochan declared that Union 
Mutual does not believe in “volumitis.” 
The company believes that growth 
is essential, but production never be- 
comes more important that the indi- 
viduals who produce it. The company 
should build with its managers and 
agents and not on top of them. The 
growth in insurance in force represents 
the sum of the individual successes of 
agencies and agents, not the success of 
a company machine in which agencies 
and agents are merely well grooved 


cogs. This philosophy will get the best | 


results in the long run, even if they 
may not come quite as fast in terms 
of volume. 


The conference opened with a dinner © 


for the two top production clubs. Seat- 
ed at the head table with President 
Irish were the 18 charter members of 
President’s Club and directly below, the 
42 men who qualified for Distinguished 
Service Club. 

Stephen W. Johnson, administrative 


vice-president, discussed electronic da- _ 


ta processing machines and their use 
in the life insurance industry. He des- 
cribed the steps necessary to convert 
to this type of equipment and pointed 
out that while Union Mutual is not yet 
actively studying the feasibility of in- 
stalling a computer, it is keeping 
abreast of developments in the field. 
e e e 
Mr. Russ, vice-president in charge of 


group sales, discussed current trends 
in the business, including high limit 


group, cash and paid-up values, credit | 


insurance, group A&S weekly benefits, 


and group hospitalization and surgical | 
benefits. He noted the growth of the | 
group department since the last con- | 


ference and discussed what is in the 
works for the future. He advised field 
men to rely on the assistance of Union 
Mutual’s 13 group field representatives 
and to use all group sales as a spring- 
board for sales of personal insurance. 

Mr. Perkins, vice-president in charge 
of the group, A&S and claim depart- 
ments, discussed new A&S trends. He 
stated that in his opinion the era of 
commercial business is about ended 
due to investigation and changed state 
laws. Union Mutual for some time has 
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Researchers to Study What Makes Agents Qualify fcr MDRT 


bers to conduct classes on the practical 
application of the principles being 
taught in the classrooms, on insurance 
and related subjects. Mr. Earls report- 
ed that a recent study showed that 
71% of insurance teachers interviewed 
felt a “joint working relationship” be- 
tween them and the life insurance 
business would be most helpful. After 
determining which MDRT members 
are interested in giving lectures on 
subjects in which they are particularly 


TILL 
HIG 
OUA 


Unusual and appealing when 
it was first introduced less 
than five years ago, Master- 
plan becomes even more 
attractive with the second 
increased dividend scale ap- 
plicable to it. With few 
exceptions, all Ordinary 
policies benefit from the new 
scale effective July 1, 1957. 



















Here is the new story 
General American Life rep- 
resentatives have to tell. 


Check the chart. Note the 
sales advantages in Master- 
plan before and after the still 
higher dividends. 


For complete information write 


FRANK VESSER 
Vice President 





(CONTINUED FROM PAGE 1) 


proficient, the next step would be to 
advise the teachers of various courses 
related to life insurance that these 
men were available. The teachers also 
expressed interest in “more up-to-date 
materials” and “practical case studies” 
in the field of life insurance. 

2. Establishment of scholarships of 
$300 each, two at each of the two in- 
stitutes of life insurance marketing, 
at Purdue university and Southern 
Methodist university. Winners would 


FR DIVIDEND 


gives General American Life 
Representatives added Sales Tool 


$10,000 MASTERPLAN—AGE 30 
Gross Annual Premium—$305.20 


Cash Results—end of twenty years* 


Average Net Premium 
Guaranteed Cash Value. 
Total Net Premiums . 


Excess of Cash Value Over Net 
Premiums . 


Average Gain Per Year . 


*Illustrations assume Annual Dividends based on present experience 
and their continuance for the period shown. The Termination 
Dividend is a projection based on current conditions. Dividends 
and their continuance cannot, of course, be guaranteed. 





General American Life 


ST. LOUIS, MISSOURI 


be selected on a regional basis: One 
each from the east and the midwest, 
to attend Purdue, and one each from 
the south and the west, to attend S.M.U 
It was the committee’s view that since 
MDRT does not have the resources to 
consider making any awards in the 
formal education area, “we _ should 
confine these activities, at least for the 
present, to the schools offering cam- 
pus training.” Mr. Earls drew a dis- 
tinction between training, as offered 


Before After 





. $ 236.10 
. $5211.10 
4722.30 


$ 232.50 
$5211.10 
4649.40 





. $ 488.80 
$24.40 


$ 561.70 
$28.10 





at Purdue and S.M.U. and education, 
as given at the Wharton school of 
University of Pennsylvania, for ex- 
ample. 

The projected program of research 
and scholarships will be financed 
largely out of grants made by two life 
companies. At last year’s meeting, 
President Malcolm Adam of Penn Mu- 
tual presented on behalf of his com- 
pany a $5,000 grant, later raised to 
$6,000, for research projects that would 
benefit the entire industry. At this 
year’s meeting, President Edmund 
Fitzgerald announced a similar grant 
on behalf of Northwestern Mutual 
Life, Chairman Goldman’s company. 

The objective study of what makes 
a Million Dollar Round Table member 
what he is will be conducted by the 
Institute of Social Research of Uni- 
versity of Michigan, which the public 


relations committee decided to recom- — 


mend after extensive study of the re- 
search facilities available. The com- 
mittee pointed out that the institute, 
through its program of research in 


organizational behavior and human re- | 


lations, has been studying the ways in 
which people influence other people 
in various organizational settings. 

The committee reported that the 
Michigan institute, after studying the 


MDRT and the objectives of the proj- | 


ect, commented: “The program of re- 
search in organizational behavior start- 
ed 10 years ago and is now at a stage 
in which special kinds of groups can 
be studied to great advantage, both to 
the furtherance of the research objec- 
tives of the program and to the or- 
ganizations with which the research 
has taken place. 

“The MDRT offers a particularly in- 
teresting research opportunity for a 
number of reasons. The distinguished 
success of this group in furthering the 
objectives of its industry is one basis 
for this interest. Another and related 
basis is the record of this group for 
successful influence of influential peo- 
ple.” 

In his report, Mr. Earls noted that 
the institute does a couple qf million 
dollars’ worth of research on human 
behavior each year for industries, the 
government, and non-profit organiza- 
tions, and has three requirements for 
undertaking any project: A _ project 
undertaken has to be of value to the 
general public; the results of the re- 
search must be available to the in- 
dustry and to the general public who 


might make use of its findings, and the | 


study should be such as to give assur- 
ance of coming up with some definite 
valuable conclusions. 

The Michigan research program, 
Mr. Earls observed, has as its directing 
head Rensis Likert, former director of 
research for LIAMA. 

The Institute for Social Research 
proposes to compare a sample of mem- 
bers of the Million Dollar Round Table 
with somewhat less successful life 
agents in four respects: 

1. The way in which life agents see 
themselves and their work. 

2. The kind of relationships that 
they maintain with their clients. 

3. The organizational supports and 
services that are available to the un- 
derwriters. 

4. The sources of information to 
which the life agents have access. 

“The four points of: comparison,” 
said Mr. Earls, “are believed to be 
promising areas in which differences 
between the very successful and the 
less successful will appear. It is ex- 
pected that these differences will re- 
veal points which will be useful in the 
understanding of successful under- 
writing and lead to better organization 

(CONTINUED ON PAGE 20) 


} 


‘July 12.1 


* FE 


Mutual . 

The Ro: 
expanded 
Aug. 1 an 
manager ; 
manager. 











Po nea ina 








R. G. Rob 


and Tacom 
come agenc 
Johnson, Ec 
G. Robison 
Mr. Lavin 
leans in 19: 
ger in 1954 
‘fice for sx 
‘early last } 
‘manager a 
‘joined the 
1947, advar 
and went tc 
-agerial trai 
‘Schnee, dis: 
‘for 14 mont 
ita in 1950, | 
‘ager in 19% 
joffice for | 
‘last year. M 
'ger at Taco 
the company 
‘manager at 
went to the | 
‘training in 
George A. 
‘Cormick anc 
‘been named 
staff for sp 
Mr. Lynch e 
tional Life 
‘has been as: 
‘at Flushing, 
‘McCormick 
‘Penn Mutua 
jwith Travele 
ly as field si 
‘tered the tk 
/Portland, Or 
‘with Great-\ 
‘recently as 1 
| John D. | 
A&S speciali 
with headqu: 
He has been 
Burlington, © 


| Ser 


Ralph B. Le 
25 Broad Stre 

Tele 

“Broker-De 
Life 























’ 





July 12, 1957 
(1957 July . 





LIFE INSURANCE EDITION 9 








=— 











cation, 


"FIELD CHANGES 


search 
1anced 
yo lite Mutual of New York 

eeting, The Roanoke district office will be 
n Mu- expanded to a managing agency on 
com- Aug. 1 and William O. Lavin, district 
sed to manager since last July, will become 
would manager. The Peoria, Waterloo, Ia., 
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€ OF~ ‘and Tacoma district offices will be- | 


search come agencies on Sept. 1 with Paul R. 
; Johnson, Edward L. Schnee and Roland 

ly in- |G, Robison as the respective managers. 
for a Mr. Lavin joined Mutual at New Or- 
lished leans in 1952, became assistant mana- 
ig the ger in 1954 and entered the home of- 
basis fice for special managerial training 
elated early last year. Mr. Johnson, district 
‘manager at Peoria for 14 months, 
joined the company at Cleveland in 
1 peO- 1947, advanced to assistant manager | 
and went to the home office for man- | 

1 that agerial training early last year. Mr. 
iillion (Schnee, district manager at Waterloo 
uman for 14 months, joined Mutual at Wich- 
s, the | ita in 1950, advanced to assistant man- 
uniza- ager in 1952 and entered the home 
office for managerial training early 


ip for 


f ; Seuse 
aon ‘last year. Mr. Robison, district mana- 
o the | 8 at Tacoma for 15 months, joined 


the company in 1939, became assistant 
le Te- manager at San Diego in 1951 and 
€ im- | went to the home office for managerial 
» who ‘training in 1955. 

1d the | George A. Lynch Jr., David F. Mc- 
assur- Cormick and Thomas E. Perkins have 
finite been named to the home office sales 
‘staff for special managerial training. 
‘Mr. Lynch entered insurance with Na- 
tional Life of Vermont in 1948 and 
thas been assistant manager of Mutual 


gram, 
2cting 


tor of (at Flushing, N. Y., since October. Mr. = Tapas ae a a ay ay an an an an a 


McCormick entered the business with 
earch Penn Mutual in 1952 and has been 
mem- jwith Travelers since 1955, most recent- 


life tered the business with Mutual at 
‘Portland, Ore., in 1953 and has been 

‘with Great-West Life since 1955, most 

is see ‘recently as manager in North Dakota. 


John D. Everatt has beer named Q 


that |A&S specialist for the eastern region, 
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Family Policy 


Not only is it one of the Best, but it's made even more sal- 
able by use of Central Standard’s Colorful Presentation 
Kit. 


Everything for men who want to build commissions. Cen- 
tral Standard wants men who want to develop! Backing, 
sales tools, and real territory opportunities. Why waste any 
more time . . . send coupon and you can see for yourself! 
No obligation . . . it's up to you whether you want to move 
fast with Central Standard's Big program! 


IS WAITING — SEND! 


Please send a copy of the Family 
Policy Sales Kit. No. obligation. 
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Prudential in 1955, having been a New from the home office staff to open M utu 
York deputy superintendent of insur- up the state of Florida for that com- : 
H ANGES ance. He earlier had practiced law for pany. Mr. Ray’s move was reported F ami 
six years, He was promoted from as- in the June 21 issue but he was in-¥ ream 
sociate counsel to assistant general correctly identified as being with Jei- a 
solicitor in 1956. ners ferson Standard Life. piss 
; ; i ivisi Peter M. Bair r. has been ap- 7 ar : 
Travelers —— oe Ee eee ere pointed editor and advertising man- Jefferson Standard Life the wife 
Roger G. Nicholls and George F. Alfred E. DuPlessis, secretary of the 28¢ for Prudential’s Chicago regional John F. Smith Jr., with the com- 0! the im 
Miller have been promoted to secre- methods and planning department home office. For the past 10 years he pany since 1948, has been promoted The p! 
taries of the newly organized data since 1955, has been transferred to the as been in the claim, advertising and from assistant manager to manager of number 
processing department. Mr. Nicholls gata processing department, He joined Sales promotion departments of the the policyholders service department. born aft 
joined Travelers’ group department in Travelers in 1948. company’s Newark home office. Thomas A. Spraker, with the com-_maticalls 
1935 and was named assistant secre- any since 1947, has been promoted , 
tary of the premium accounting de- |, Dr. Charles P. LeRoyer Jr. has been Allstate e cella building manager "ie Jef- pola 
7 : = : rea amed medical director of the em : I extra pre 
partment in 1955. Mr. Miller joined the jj0.¢ health division of the medical ©. Gordon Johnson has been named ferson Standard’s home office to suc- The fe 
tabulating division in 1928 and was Ga5artment. He has been with Travel- Underwriting director of Allstate Life. ceed W. W. Lloyd, who retired. nee 
named assistant secretary of the home an state 1a Prior to his appointment, Mr. John- = - 
office services a in ee : ° ; son was manager of the underwriting Provident Mutual pose 
George F. Waite, James P. urst, * division of the Maccabees. er am 
Harold W. Jones, William A. Small Prudential ‘ ‘ si gg ~ ae. aol ere. £2) 
and Sylvio F. Preli have been named Meow i ae. and —— Me American United Life sions and William G. Williams has| ‘isc. 
vote om Menai ; Mr Waite. sina aero te ei comabl e “pl Fred G. Letwin has been appointed been named superintendent of group gee 
Travelers in 1917 and was named su- joined Prudential’s law department as gg ye pes ont of ii A ag eae. ‘ite ond 
perintendent in the tabulating depart- an assistant general solicitor two years “HE. , “s a, 4 ig ig . cd Great Southern Life Posi 
ment in 1940. Mr. Hurst joined in 1951. ago, after serving as chief counsel and Clty ps , 1 a f as th ‘- aan . conditio 
Mr. Jones joined in 1926 and was staff director of the U.S. Senate labor 1 @Ctuarla! work tor the past elg Great Southern Life has promoted must be 
named associate actuary in the casualty subcommittee on welfare and pension ‘©@S- three of its ba home office asso-) 10% of 
actuarial department in 1955. Mr. Small funds. He previously had been a spe- Jefferson National Fegpes P. G. Combs, who started with is no int 
joined in 1946 and was named pro- cial assistant to the attorney-general YeFFerso ona the company in 1934 as a clerk in the condition 
cedure analyst in the group accounting and an assistant counsel for the Senate Jack R. Ray, who has been agency actuarial department, has been named the come 
division in 1955. Mr. Preli joined in permanent subcommittee on investiga- vice-president of Jefferson National a eee ae was or the cove 
1929 and was named assistant super- tions. Mr. MacNaughton also came to Life of Indianapolis, has _ resigned peng Mg og pA a prism least 60 
director were added to his responsi. cation 
bilities in 1952, and in 1953 he was whicheve 
elected assistant secretary and research first ann 
director. premium 
E. Marcus House, also named assist-| end of th 
ant vice-president, started with the 
company in 1938 as an office boy. He 
L j F E W i T ~ earned steady advancement and in 1953 The $ 
was appointed assistant actuary. walver 
Elton V. Amburn, promoted to as- death be 
sistant secretary, began his career with creased | 
PROVI D - NT Great Southern in 1945 as an agent. if the wi 
Shortly thereafter he was transferred jt js iss 
to the home office as a member of the If the 
underwriting committee in the medical 
department husband, 
‘ until he 
Pacific Mutual Life wife’s ir 





WHY BE A C.L.U.? 


The letters ‘““C.L.U.”” mean a great deal more than an 
impressive academic designation. They denote a man 
with enough interest in his career to devote extra hours 
and years to spare-time study. They increase the de- 
mand for his services by increasing the respect for his 
knowledge and ability. That’s why increasing numbers 
of men are preparing themselves for greater success in 
life insurance through C.L.U. studies. For many years 
Provident has provided financial assistance as one of the 


encouragements for field representatives to qualify for 


the C.L.U. degree. 


Arn 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 





1887 — 7Oth Year —1957 





Harry Samm, assistant secretary and 
director of claims for Pacific Mutual 
Life, retired June 30 after 40 years 
with the company. He joined the com- 
pany in 1926 in the claims department 
and was named assistant secretary in 
1942, made manager of the claims de- 
partment in 1947, and in, 1953 was: 
named director of the department. 


SOUTHERN LIFE OF GEORGIA— 
Ted Willis, who joined the company’ 
in 1947 as general agent in Tifton, Ga. 
has been promoted to associate vice- 
president for ordinary sales and train-! 
ing in Georgia, Alabama, Tennessee, 
Mississippi and Louisiana. He has been 
superintendent of agencies since 1954, 


ROYAL LIFE OF ATLANTA—_ 
George K. Harris, former Georgia state. 
agent of Service Life of Fort Worth 
and district manager of American Na-) 
tional, has been appointed superin-| 
tendent of agencies. 








Foundation Life Insurance Service} 
of Atlanta is giving Salk polio vaccine’ 
injections to its 25 home office em-/ 
ployes and their families. ; 


MANAGEMENT 
a CONSULTANTS 











O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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Mutual of N. Y. Enters 
Family Policy Market 


Mutual of New York has introduced 
a family policy, which provides ordin- 
ary life on the husband and term on 
the wife and other eligible members 
of the immediate family. 

The premium is not affected by the 
number of children covered. Children 
born after the plan is issued are auto- 
matically eligible for children’s cover- 
age when they are 15 days old, at no 
extra premium. 

The family policy is sold in one to 
three units, each providing $5,000 of 
ordinary life on the husband and low- 
er amounts of term on the other cov- 


ere: family members. A _ quantity 
disc. -.'] reduce the premium rate 
for two or _- ore units. 


Mutual also will sell its individual 
life and A&S policies with a 60-day 
conditional receipt. The payment 
must be at least $10 and not less than 
10% of the annual premium. There 
is no interest or carrying charge. The 
conditional receipt provides that if 
the company approves the application, 
the coverage will be effective for at 
least 60 days from the date of appli- 
cation or medical examination, 
whichever is later. The balance of the 
first annual, semi-annual or quarterly 
premium must be paid before the 
end of the 60 days. 

e e e 

The $5,000 of ordinary life with 
waiver of premium and_ accidental 
death benefit on the husband is in- 
creased by $1,250 of term to age 65 
if the wife dies before he reaches 65. 
It is issued at ages 18 to 50. 

If the wife is the same age as the 
husband, she receives $1,250 of term 
until he is 65. The amount of the 
wife’s insurance is adjusted for the 


age difference between her and her 
husband. The wife may be up to 12 
years younger than the husband or 
up to seven years older, provided she 
is between 17 and 55 at issue. The 
accidental death benefit provision is 
automatically included for her. 

The company will issue $1,000 of 
term for each eligible child who is 
over six months old at issuance ($250 
for a child 15 days to six months) 
and who has not reached his 18th 
birthday. It continues until age 22 or 
until the husband reaches 65 if ear- 
lier. Future children of the husband 
and wife are automatically eligible 
for a child’s coverage when they are 
15 days old. 


Conversion privileges apply to the 
wife for $1,000 or her term amount 
if greater at the end of the term pe- 
riod, and to the children for up to 
$5,000 per unit, but not less than the 
amount of the term coverage, at the 
end of their term periods. In New 
York and Canada, the amount may be 
limited at early ages. 

If insured dies during the term 
coverage of a wife or child, the term 
becomes paid-up for the remainder 
of the term. A reduction in rate oc- 
curs at the husband’s age 65, when 
all provisions for coverage for other 
family members terminate. Family 
income riders may be included at is- 
sue at additional premium cost. The 
quantity discount will give one rate 
per unit for policies of 1 or 1% units 
and a reduction in rate for 2, 2% or 3 
units. The reduction is $3.75 per unit. 





Midland Mutual Life general agents 
Le Roy B. Breneman, Lancaster, Pa., 
and James H. Moorcroft, Detroit, re- 
cently completed their 25th year in 
the company’s “Ap-A-Week Club.” 
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BE FREE! 


TO SELL MORE LIFE INSURANCE 


DO AS OTHER PROGRESSIVE 


Processing applications 
Issuing policies 


Mailing premium notices 


LET 


FOUNDATION LIFE INSURANCE 
SERVICE COMPANY 


Box 321, Northside Station 
Atlanta 5, Georgia 


Auditing and paying bills 


COMPANIES ARE DOING 


Handle your administrative tasks. 


We specialize in: 


Premium and general accounting 


Dan Aldridge, President 
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See Trend in F edera! Aid Grants 


The insurance department of U. S. 
Chamber of Commerce has sent to 
its membership an article, “Federal 
Grants Threaten States’ Strength,” re- 
printed from Nation’s Business. The 
article, citing the growing size and 
number of federal grants to states, 
says this trend eventually may re- 
duce the states to hollow shells op- 
erating primarily as field districts of 
the federal government and depend- 
ing upon the U. S. Treasury for sup- 
port. 


GAMC Membership Hits 
Alltime High of 5,507 


Membership in General Agents & 
Managers Conference of National Assn. 
of Life Underwriters has reached an 
alltime high of 5,507. The 5,000 mark, 
goal for June 30, was passed two days 
ahead of schedule. ; 

Membership is 25% ahead of the 
same date last year, and will set a new 
record by the time of the annual meet- 
ing in September, according to L. V. 
Drury, manager of Sun Life of Canada 
at Philadelphia. 
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Serving Personal Security 
Needs Since 1906 





Herman Tice (center) reviews company plans with President C. O. Sullivan (left) of The Midland Mutual and 
C. E. Sherer, CLU, Vice President and Director of Agencies. They are standing beneath a portrait of Dr. 
W. O. Thompson, revered first President of the company and also long-time President of Ohio State University. 


The Men from Midland Mutual... 


Herman Tice—head of Midland Mutual’s Columbus, Ohio gen- 
eral agency—speaks with conviction about the character and per- 
sonality of the Company he represents, Says Mr. Tice: “Association 
with a medium-sized, well-knit company like the Midland Mutual 
is the best advice I could give to a man interested in moving up in 
this business. You'll work closely with a friendly, helpful company 
extremely interested in your success.” 

The name Tice has been identified closely with Midland Mutual 
almost since the founding of the Company 51 years ago. The Tice 
Agency established by Mr. Tice’s uncle, E. P. Tice, and H. P. Jeffers 
in 1908, is the oldest Midland Mutual agency. Today, it has more 
insurance on the books than any other in the field organization. 
So, you see, Herman Tice speaks with authority, too! 

Learn about what Mr. Tice means when he speaks of a “friendly, 
helpful Company.” Write Charles E. Sherer, CLU, Vice President 


‘MIDLAND MUTUAL 
.: LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


Midland Mutual Agency Building Opportunities include openings in these areas: 





California, Illinois, Indi 





, lowa, K 
Pennsylvania, Virginia, West Virginia. 


tucky, Michigan, North Carolina, Ohio, 
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new address. Allow four weeks for comple- 
tion of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati 2, Ohio. 
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The MDRT Research Project 


Enthusiasm should be the reaction 
of the insurance business generally, as 
it was among the Million Dollar Round 
Table members, at the announcement 
of the MDRT project to have an im- 
partial, objective study made to try to 
learn what it is that makes an agent 
a million dollar producer. In fact, if 
the term had not been overworked by 
advertising copywriters, we’d call the 
MDRT project “exciting.” For even if 
this program succeeds in opening the 
door only a little way, the glimpse of 
what lies beyond must necessarily 
stimulate further research until at last 
we'll know, with a usable degree of 
precision, why it is that one agent 
makes the Round Table year after year 
while his fellow-agent, with seemingly 
just as good equipment, produces only 
at the quarter-million or half-million 
level. 

Even to the naked eye, differences 
between the million-dollar producer 
and his less successful counterpart are 
evident. But which differences are sig- 
nificant—and how significant are they? 
And how about more subtle distinc- 
tions that may be important? And 
what about combinations of traits that 
set the million-dollar man _ apart? 
Doubtless it will be found that no 
single characteristic can be regarded 
as being the magic ingredient. More 
likely the research will show that high 
production depends on a delicately bal- 
anced combination of a number of suc- 
cess factors—and that the balance is 
as essential as the ingredients them- 
selves. 

For example, a high energy level is 
a widely observed characteristic of big 
producers in life insurance, as it is 
among highly successful salesmen in 
most lines. But an energy output that 
is out of balance with other factors in 
a man’s makeup can cause him to spin 
his wheels instead of surging ahead. 

Objective analysis of what it is that 
makes a Million Dollar Round Table 
member what he is is, of course, an 
essential prelude to applying that 
knowledge to improving the selection, 
training, and supervision of other 
agents so that more of them will have 
what it takes to raise their production 
levels, if not to million-dollar status, 
then substantially above what they 
have been doing. Doubtless MDRT 
members themselves will be among the 
first to make use of this information— 
for one of the obvious characteristics 
of the big producer is that he is anxious 
to learn how to do better. 

Results of the research program 
should be helpful in insuring that a 
greater number of first-time MDRT 
qualifiers keep coming back. MDRT 
Chairman Howard D. Goldman ex- 
pressed concern about this in his talk 
at the traditional Round Table break- 
fast, pointing out that 45% of the first- 
time qualifiers for the 1956 Round Ta- 
ble didn’t make it in 1957. 

But, in the main, this new research 
project can be looked upon as some- 
thing being done for the entire life 
insurance industry rather than just the 


part of it represented by the Round 
Table. It is not merely altruistic but 
the product of imagination and willing- 
ness to pioneer. The MDRT is fortunate 
in having persuaded the University of 
Michigan’s Institute of Social Research 
to handle the project and having ar- 
ranged with Francis Merritt of the 
Mutual Benefit Life home office to 
cooperate in applying the testing tech- 
niques he has developed over the years. 

The life insurance industry has 
cause to be grateful to the MDRT 
executive committee and the public re- 
lations committee, as well as to the 
two companies that put up the money 
to back the project—Penn Mutual Life, 
the company of Arthur F. Priebe of 
Rockford, Ill., the 1956 chairman, and 
Northwestern Mutual Life, Chairman 
Howard Goldman’s company. The re- 
sults of still further research in this 
area seem so clearly valuable that it 
seems likely that companies of future 
chairmen may well want to keep the 
ball rolling.—R.B.M. 


DEATHS 


ELLIS J. SHERMAN, 54, well- 
known life agent in Minnesota, died 
of a heart attack. Since 1942 he had 
been with the White & Odell home of- 
fice agency of Northwestern National 
Life, specializing in estate planning 
and estate analysis. A lawyer and CLU, 
Mr. Sherman had served as president 
of both Minneapolis and Minnesota as- 
sociations of Life Underwriters. He 
was twice a member of Million Dollar 
Round Table. 











JAY LONG, 71, with Pacific Mu- 
tual Life for 30 years at El Paso, died. 


REUBEN U. DARBY 80, general 
agent of Massachusetts Mutual in Bal- 
timore from 1916 until 1942, died. He 
joined the company in 1896 and re- 
turned to personal production in 1942. 


ANNA WEISS, wife of Nathan H. 
Weiss, agent for Mutual of New York 
for 41 years, died in Chicago. Mr. 
Weiss is an agent for the O. Embry 
Moats agency of Chicago. 


H. H. MCHANEY, prominent attor- 
ney of Kennett, Mo., and brother of 
Powell B. McHaney, president of Gen- 
eral American Life, died of a heart 
attack at a hospital in Kennett. 


Slate Advanced Agents 
Seminar at U. of Wis. 


The eighth annual Wisconsin sem- 
inar in advanced life underwriting will 
be held at University of Wiscon- 
sin, Madison, Aug. 12-16. This event 
is co-sponsored by Wisconsin Assn. of 
Life Underwriters, Wisconsin General 
Agents & Managers Assn., Life com- 
panies domiciled in Wisconsin, and the 
University of Wisconsin school of com- 
merce. 

Agents, accountants, attorneys, and 
trust officers from both Wisconsin and 
out of state are invited. Only the first 
60 enrollments will be accepted. 








Leslie R. Shope, advertising and 
press relations manager of Equitable 
Society, has been appointed as co- 
ordinator of the 1957-58 campaign of 
the Crusade for Freedom. He was 
scheduled to fly to Europe this week 
to inspect the facilities of Radio Free 
Europe, which broadcasts factual in- 
formation about America and other 
countries to Soviet and satellite peo- 
ples behind the Iron Curtain. Radio 
Free Europe is supported by the 
American people through voluntary 
contributions to the Crusade for Free- 
dom. 


Deane C. Davis, president of Na- 
tional Life of Vermont, received an 
honorary degree of doctor of laws at 
the recent University of Vermont 
commencement. 


‘Frances McCreless, daughter of S. 
E. McCreless, president of American 
Hospital & Life, was married to Rob- 
ert B. Sunderland of Lawrence, Mass. 
The couple lives at Dallas. 


Jackson Letts, 2nd vice-president of 
Prudential at Houston, has been elec- 
ted president of Houston’s Junior 
Achievement organization. 


W. W. Jackson, administrative vice- 
president of American Hospital & 
Life, has been reelected to the board 
of San Antonio Heart Assn. 


G. A. Bodenheim, Longview, Tex., 
was given a gold watch in honor o 
his 50 years with Southwestern Life. 


William R. Bills, San Antonio man- 
ager for Equitable Society, and his 
associates were honored at a _ picnic 
recently in honor of Mr. Bills’ 20th 
year with the company. 


Tom L. Mock, with Aetna Life 
group department at San Antonio, has 
been elected secretary-treasurer of 
San Antonio Rotary club. 








Dayton GAs Elect Officers 

Dayton (O.) General Agents & Ma- 
nagers Assn. elected Wilfred H. Glaser, 
Equitable Society, as president. Others 
elected are R. G. Trimborn, Fidelity 
Mutual Life, vice-president; A. E, 
Eddy, Provident Life & Accident, sec- 
retary, and G. E. Magner, Penn Mutual 
Life, treasurer. 


STOCKS 


W. Cornelius, Bacon, Whipple & Co. 
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13 La Salle St., Chicago, July 9, 1957 
Current 
Bid Asked 
Aetna Life 6 
Beneficial Standard 17% 18% 





































Cal.-Western States 90 
Colonial Life 147 
Columbian National «0... 82 84 
Commonwealth Life ...... 25 26 
Connecticut General ............ccee 298 302 
Continental Assurance ...........00008 122 24 
Franklin Life 104% 106% 
Great Southern Life «0... 76 id 
Gulf Life 2642 27% 
Jefferson Standard .. 91 93 
Kansas City Life ........ 1375 1425 
Life & Casualty... 1934 2042 
Life Insurance Investors . 154% 16% 
Life of Virginia ........ 109 111 
Lincoln National 219 223 
National L. & A. .. 97% 99% 
North American, Il 20% 21% 
N.W. National Life 78 
Ohio State Life ..... we eeseneeee 283 
Old Line Life 60 
Republic Natl. Life 3934 
Southland Life .............. 95 
Southwestern Life 112 
Travelers 8412 
United, Ill. 20% 21% 
U. S. Life 35 36 
West Coast Life nn cece 45% 46% 
Wisconsin National .00..0..........000000 68 71 
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FIELD CHANGES 





Fidelity Mutual 

Farrar C. Young has been appointed 
general agent at Ridgway, Pa., to suc- 
ceed Harry A. Mader, who is retiring 
from active agency management after 
36 years as general agent of Fidelity 
Mutual at Ridgway. Mr. Young joined 
‘the agency in 1935, becoming super- 
visor in 1946 and acting manager in 
1956. 


‘Great-West Life 

A district office has been opened at 
Flint, Mich. under the Saginaw 
'branch of Great-West Life. D. James 
Smith, formerly supervisor at Sagi- 


‘naw, has been appointed manager at 
' Flint. Mr. Smith joined the Saginaw 


branch in 1954 and in 1956 was ap- 
pointed supervisor. 


Republic National Life 


Republic National Life has opened 
a new office in Elgin, Iil., at 101614 
North Liberty street and appointed 
Robert Beckenbaugh, formerly mana- 
ger at Rockford, Ill., as manager of 
the Elgin branch. The new Elgin of- 
fice will serve the Elgin, Aurora, and 


' Joliet vicinity. The Rockford branch 


will continue in operation. 


American United Life 


Harry E. Bonham has been appoint- 
ed agency manager at Oklahoma City 
for American United Life. Mr. 
Bonham has eight years experience 
in insurance sales in Oklahoma City. 


Kansas City Life 


Victor W. Rehfeldt has been named 
general agent for Lake, DuPage and 


' Cook counties in Illinois with offices 


at Maywood. Before joining Kansas 
City Life, Mr. Rehfeldt had more than 
25 years of sales experience. 


| Occidental of California 


James R. Wilson has been appointed 
manager of the Denver branch of Oc- 
cidental Life of California. He joined 


' the company in 1956 as assistant mana- 


ger at Denver. Before this he was 


' with Equitable Society as an agent and 


district manager. 

Donald C. Murdock has been ap- 
pointed brokerage manager at Spokane 
for Occidental Life .of California. He 
has been an agent in Spokane for Oc- 


' cidental since 1954. 


| Pacific Mutual Life 


W. P. Whaley, immediate past presi- 


' dent of Dallas Life Underwriters Assn., 
‘has been named Pacific Mutual Life 
' manager at Dallas. He has been in 
' insurance in Dallas for 24 years, in- 
| terrupted only by war time service in 
' the air force as an intelligence officer 


PARIS SEALE cS na 


in Europe. : 
Pacific Mutual Life has made eight 


| promotions among its group field per- 


sonnel. Philip F. Aiken has been named 
central regional group supervisor with 
headquarters at Cleveland. Formerly 
regional pension representative, he re- 
places John J. Posthauer who leaves 
the group department to become su- 
perintendent of agency management 
development at the home office. Step- 
ping up to regional pension represen- 
tative is Frederick W. Cornell, former 
manager of the Detroit group office. 
He will continue to office in Detroit 
while supervising pension development 
in areas served by the group offices of 
Detroit, Chicago, Cincinnati, Cleveland, 
Indianapolis, Philadelphia, Newark, 
and Washington, D. C. New manager 


| at Detroit will be John P. Harriman, 
+ previously assistant manager at Seat- 
} tle. The Seattle vacancy is being filled 


by Carroll D. Cox, formerly home of- 
fice representative at St. Louis. Wal- 
lace R. Jenkins has been promoted 


from home office representative at 
Indianapolis to manager at Denver, 
replacing Jim Robb who becomes as- 
sistant manager of the larger San 
Francisco group office. Promoted from 
group claims representative to central 
regional group claims representative 
was John J. Gibbons, who will con- 
tinue to operate from the St. Louis 
office. 


Prudential 


Harold H. James, production manag- 
er in Prudential’s Pacific Northwest 
mortgage loan office at Seattle, has 
been promoted to regional manager at 
the Iowa-Nebraska mortgage loan of- 
fice in Omaha, succeeding Robert F. 
Little, who will retire Sept. 1. Mr. 
James joined Prudential in 1938 as a 
mortgage loan inspector in the Iowa- 
Nebraska office. 


Continental Assurance 


William B. Snyder has been appoint- 
ed a Continental Assurance agency 
manager with offices at 1 Bala avenue, 
Bala-Cynwyd, Pa., a suburb of Phila- 
delphia, thus inaugurating another step 
in the company’s expansion in south- 
eastern Pennsylvania. Mr. Snyder has 
been in insurance as a producer and 
manager for 20 years. He is a CLU. 


Old Republic Life 


Mrs. L. M. Richardson, eastern re- 
gional office secretary, Greensburg, 
Pa., has retired. She was honored by 
the company with a trip to Chicago 
and the home office. 


Connecticut Mutual 


Harold J. Leyes has been appointed 
general agent in South Bend to succeed 
Paul A. Hummel, who is returning to 
his former position with Connecticut 
Mutual in Los Angeles. Mr. Leyes had 
been with Aetna Life for four years, 
most recently as assistant general agent 
in Dallas. 


Ohio National Life 


William J. Greenlee has been ap- 
pointed general agent for the Evans- 
ville, Ind., area for Ohio National Life. 
He has experience as a producer, as- 
sociate district manager, and field 
training supervisor. The Greenlee 
— is at 217 Court street, Evans- 
ville. 


EASTERN LIFE OF N.Y.—I. Ar- 
thur Yanoff has been named general 
agent at New York with offices at 101 
West 40th street. He entered the busi- 
ness with Equitable Society in 1952 
and was named unit manager in 1954. 


Indianapolis GAs Elect Officers 
Guy E. Morris, Northwestern Mu- 
tual Life, was elected president of 
Indianapolis General Agents & Man- 
agers Assn. Other officers elected were 
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Richard Mueller, Provident Mutual, 
vice-president; James R. Comstock, 
American United, treasurer, and 
Hilbert Rust, Insurance R&R, secre- 
tary. 


ALL AMERICAN 
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STABILITY 
INTEGRITY 
LEADERSHIP 
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EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


Matchless policies . . . Matchless agency contracts 
and Aggressive Management have made it possible! 


OPPORTUNITIES for MANAGERS in 17 states 


Investigate Today! 


For Compiete Information, Write: E. E. BALLARD, President 
General Offices: ALL AMERICAN BUILDING 
PARK RIDGE. ILLINOIS 





payments. 


Atlantic City 


Atlantic City 6-2322 





| Boardwalk Arcade Building 





MeGEE AND COMPANY 
| Announces 
| Atlantic City Branch | 


McGee and Company of Philadelphia, one of the largest 
consultant firms for Employee Benefit Plans, has opened 
its office in the Boardwalk Arcade Building (Atlantic 
City 6-2322) and offers its facilities to customers and 
brokers. Pension, Group, Profit-sharing, Immediate claim 


MecGEE AND COMPANY 
Consultants and Administrators 
| Pension, Group, Profit Sharing 


Philadelphia 
Girard Trust Building 
Rittenhouse 6-5622 
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LIFE (ordinary and group) 
ACCIDENT & HEALTH 


America’s Specialist in Life Reinsurance 


NORTH AMERICAN RE 


Serving the progressive companies in North America 


NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 


16! Bast 42nd Street, NewYork (7, New York 
TEL MU way Hill 7-170 
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‘Rene Cla 
THOUGHTS 


Even the best of men get knocked down 
many times in a lifetime. Occasional knocks 
aren’t anything to be afraid of. In fact, they 
make the game of life interesting; they are 
the hazards and bunkers and sand traps that 
force us to keep our minds on the game and 


play our best. 


Very good thoughts for life insurance 


salesmen! 


BENEFICIAL LIFE 


is your 


Glounnnel life insurance Company 


BENEFICIAL 


David O. McKay, Pres. Salt Lake City, Utah 
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| Comfortable Retirement 


...and the Liberty Life representative has greater 
opportunities for service and advancement today 
than ever before in our 52-year history. 


ty] Laperty LIFE 
Tre. INSURANCE COMPANY 
LIFE Home Office: Greenville, South Carolina 
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POLICIES 


Standard of Oregon 
Convention Draws 175, 
Issue New Rate Book 


Standard of Oregon recently con- 
cluded its 1957 Leaders Club conven- 
tion at Banff Springs, Alberta, attended 
by more than 175 agents and guests 
from Oregon, Washington, California, 
Utah, Idaho and Hawaii. The conven- 
tion program was under the supervi- 
sion of Edwin A. Phillips, vice-presi- 
dent and agency director. Taking part 
in the convention were Garnett E. 
Cannon, president, and other members 
of the home office staff. 

The convention was highlighted by 
the issuance of a new rate book, pro- 
visions of which were outlined by Wil- 
liam B. Donnelly, sales training man- 
ager. Life premiums for all permanent 
plans of the new rate book are ad- 
justed for policy amount. Life premi- 
ums for women have been reduced for 
all permanent plans issued to women. 
The company also announced intro- 
duction of the authorized bank check 
plan for payment of monthly premi- 
ums. 

Also, revision of life income endow- 
ment contracts for women was an- 
nounced. These plans have been re- 
vised so that the amount of insurance 
required is $1,000 for $10 of life income 
at maturity, rather than the increased 
amount previously required. This re- 
sults in reduced premiums even though 
the amount of cash value at maturity is 
the same as before. 

Also announced was a reduction of 
premium rates for sickness medical 
and sickness special nursing benefits 
of the company’s A&S policy and for 
the medical and special nursing ben- 
efits of the individual hospital policy 
and family hospital policy. 

Agents qualified for the convention 
by sales volume during the past year. 
Irving Enna, agency supervisor, with 
the home office agency at Portland, 
Ore., is the 1957 Leaders Club presi- 
dent. Vice-presidents are H. Stockton 
Boyd, Portland; Robert Pugh, Salt Lake 
City, and J. Fred Remington, Salem, 
Ore. Four Standard agents who sold 
$1 million of life business became 
members of the company’s exclusive 
“Millionaire Club.” 








Mutual of N. Y. Raises 


Rate on Policy Loans 


Mutual of New York will make a 
slight increase in the interest rate on 
policy loans on Oct. 1. 

The new rate will be 5% on all 
loans. This compares with a sliding 
scale now in effect which calls for 
5% interest on the unpaid balance of 
loan principal up to $1,500; 414% be- 
tween $1,500 and $3,000; and 4% on 
all excess over $3,000. The new rate 
is still below the level the company 
is entitled to charge under the terms 
of many policies. 

The increase reflects the general 
upward trend in interest rates, and 
Mutual’s continuing effort to assure 
that its yield from investments in policy 
loans is comparable to the yield from 
other investments. This action is not in- 
tended as an abandonment of the prin- 
ciple of the sliding scale of loan inter- 
est rates. The company will review such 
rates from time to time ir relation to 
the rates on other sound investments 
and the rates charged by outside lend- 
ers on the security of life insurance 
policies. 
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lifeinsurance 
planning 
needs more 
than a 
vending 
machine!” 


Creating sound life insurance 
programs takes time, hard work and 
training—they can’t be mass- 
produced. Mutual Benefit Life agents 
like Raymond F. Truncellito of 
Manchester, N. H., supply the long 
hours of careful planning; their 
company provides them with the 
specialized knowledge to make that 
planning effective. It’s a combination 
that produces successful agents 

and satisfied clients. 

















The Mutual Benefit Life | 
Insurance Company, Newark, N. J. , 
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NEWS OF LIFE POLICIES 





B.M.A. Adopts Revised 


Plan for Premium Paying 


Business Men’s Assurance, effective 
July 1, adopted a new automatic re- 
newal plan of premium payment by 
pre-authorized check. B.M.A. was 
among the first insurance companies 
to offer its policyholders the con- 
venience of the bank draft plan of 
premium payment. This practice has 
‘increased steadily in popularity, and 
/revision and improvement of some of 
‘the features of the plan have re- 
}sulted in “New ARP” which allows 
policyholders to use_the pre-author- 
ized check method. The “New ARP” 
offered by B.M.A. is available to all 
modes of payment and not limited to 
monthly business. When annual pre- 
miums are $120 or more, premiums 
paid will be 1/12th of the annual on 
monthly plans, 1/4th of the annual 
on quarterly plans, and 1/2 of the an- 
nual on semi-annual plans. 


Aiea 








Continental American 


Raises Dividend Scale 


Continental American Life has 
adopted a new scale of policy divi- 
dends, effective Aug. 1, which will in- 
crease total dividends payable in 1958 
by approximately 16%. Of the increase, 
9% is due to adoption of the new scale 
and 7% to the larger volume and aging 
of the business. 

The new dividend scale reflects an 
increase in mortality profit which is 


Ice 


Expense factors have been revised in 
keeping with current conditions so that 
a greater differential now exists be- 
tween preferred and standard net costs. 
The rate of excess interest allowed on 
retirement annuity has been increased. 


Equitable, Ia., Liberalizes 


Settlement Option Rules 


Equitable Life of Iowa has an- 
nounced a liberalization in its rules re- 
lating to the use of settlement options 
effective July 1, whereby the bene- 
ficiary, at the insured’s death, may be 
granted the right to elect any type of 
settlement which the insured could di- 
rect during his lifetime. 

If the insured does not elect to file 
a direction during his lifetime, the 
company is making available a pre- 
pared letter which he may file with 
his policies, calling to the attention of 
the beneficiary the privileges available 
under the settlement options. This let- 
ter, it is estimated, may well replace, 
with considerable savings in time and 
effort to policyholder, agency and com- 
pany, about one-fourth of the direc- 
tions now being received, which might 
be termed “wide-open.” 


American United Life Increases 
Interest on Accumulated Dividends 
American United Life has increased 
from 3.25% to 3.35% the rate of in- 
terest allowed on dividends left to 
accumulate. At the same time, the 
gross rate allowed on settlement op- 
tion funds eligible for excess interest 








3.25% to 3.35% on non-withdrawable 
funds and from 2.50% to 2.75% on 
withdrawable funds. Also, the rate of 
interest allowed on funds in the pre- 
mium deposit fund is increased from 
2.50% to 3%. 


U. S. Life Introduces Key Man 
Salary Continuance A&S Plan 

United States Life has introduced a 
key man salary continuance A&S plan 
which provides salary continuance for 
management personnel during any 
time they are disabled. It may be used 
by large and small firms. 





Pacific Mutual Liberalizes 


Occupational Ratings 


Pacific Mutual Life has liberalized 
the rates for the so-called hazardous 
occupations. For many occupations, 
formerly considered hazardous, ratings 
now have been eliminated entirely, 
and the business is being written 
standard. 








Surety Life of Salt Lake City is 
now in full operation in its new, six- 
story, $1 million home office building. 
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Mr. A. T. Wood 


103 Blanton Building 
Jasper, Alabama 


Dear A. T.: 
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Your Protective Life associates are indeed proud of the fine 
record of production which you have compiled during your 
first year as a Protective Life General Agent. Even though 
you were not an experienced life insurance salesman before 
coming with Protective Life, you have compiled a record 



















will be increased as follows: From 


substantial at the older ages at issue. : ; 
of consistent production from the very beginning. 





During your first two months with Protective Lif 
earned $1,500, and during your second two pr Ne 
rate of earnings increased. By the end of your first six 
months, you had earned $6,500 in first year commissions plus 
overriding, and during your first year with Protective Life 
your earnings have averaged more than $1,000 per month. 


ATTENTION! 


y GENERAL AGENTS... 
F LIFE + ACCIDENT & SICKNESS 
| HOSPITALIZATION - GROUP 


This fine record is the source of even greater pride when we 
take into consideration the fact that much of your business 
has been sold in a small town and rural area. 





rk and 
agents WE’RE BUILDING While we at Protective Life believe that our methods, our 
be IN THESE STATES policy contracts, and our sales material have been i . 
pepe : en instru 

he long | PENNSYLVANIA * OHIO aa % Py hago success, we fully realize that the greater 
, ' P > ILLINOIS + INDIANA * MARYLAND re of the credit is yours. 

FP DELAWARE «+ KENTUCKY 
- “TENNESSEE « ARKANSAS A. T., there are any number of good companies with whom 
« - LOUISIANA « MISSISSIPPI © FLORIDA bi — i insurance success. You hold the key 
ination S ‘ ithin yourself. Protective Life is gratef 

MINNESOTA ¢ VIRGINIA » MICHIGAN giving it the chance to provide the shane ey ie 


~] 
Your sincere good friend, 





is 





IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL hh | ehtee 


MONEY-MAKING PROPOSAL William 


President 
More Advertising... 
We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


Fa 
J. Rushton va 





i More Competitive .. . 
L.I.C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


PROTECTIVE LIFE 


William J. Rusht 
ig aon Fnsurance Company 





More Money For You... 

This is truly a “ground floor” situation. 
L.I.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 


More Merchandising ... 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
j furnished to you without charge. 


f. ; WRITE, WIRE OR PHONE COLLECT 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del * Teleph Olympia 4-2474 








PROTECTIVE LIFE BUILDING 


Serving the South 
BIRMINGHAM, ALABAMA 


Since 1907 
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NOW — FOR THE FIRST TIME ANYWHERE — 





— All of these 3D features for 
groups of 10 to 50 employees 


in this pocket-size kit: 


$60 maximum weekly time- 
loss benefit for 13, 26 or 52 


weeks. 





For groups of 10 to SO employees 


© Disasiiry om 


Benefits begin Ist day acci- 
dent or 8th day sickness—Ist 
day hospitalization, accident 


e+ DEATH BY ACCIDENT 
eee DISMEMBERMENT 
ond « new 


EXECUTIVE “2 & 5 YEAR" 
FEATURE 


and sickness. 





$1,000 Accidental Death and 


Dismemberment — 











— and — 


— For executives— $100 weekly time- 
loss benefit for maximum of 2 years 
sickness or 5 years accident; wide 
selection of benefit waiting periods 


up to 90 days. 





il? 





“Hl 


ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE « LOS ANGELES 


| 








... Like 


Noah’s Ark 


IT TAKES BOTH* 
TO COMPLETE THE JOB 


*It takes BOTH Life Insurance and Accident 
and Sickness Insurance to provide complete cover- 
age for your clients. 

Tap the full potential of your Accident and 
Sickness market. INVESTIGATE North American 
Life’s comprehensive line of non-cancellable and 
commercial contracts. 


NORTH AMERICAN LIFE 
SPasurance Company OF CHICAGO 


R. D. Rogers, C.L.U., Agency Vice President 
NORTH AMERICAN BUILDING CHICAGO, ILLINOIS 











RECORDS 


EQUITABLE LIFE OF IQWA— 
New paid production for the first half 
of 1957 set an all-time high with $87,- 
244,333, a gain of 15.7% over the cor- 
responding period in 1956. June pro- 
duction was $13,106,956, the largest 
June in the company’s history. This 
continued an unbroken chain of records 
for the first six months of this year 
with a new record being established 
for each month. Life insurance in force 
at the end of June increased to a rec- 
ord total of $1,535,000, 951. 


AMERICAN MUTUAL LIFE—The 
company has enjoyed a 16% gain in 
new business for the first six months 
of this year over the same period last 
year. Production last year was the 
largest in the company’s history. 
American Mutual Life recently entered 
Indiana as part of its 60th anniversary 
expansion program. 


MIDLAND MUTUAL LIFE—A spe- 
cial campaign, reward month, gave 
special impetus to the achievement of 
a new high in paid production for June. 
The Midland Mutual June total ex- 
ceeded June of 1956 by 47% and was 
the third best showing for a single 
month in history, topped only by De- 
cember, 1955, and December, 1956. The 
Tice agency of Columbus led the June 
campaign with paid volume of $1,067,- 
000 


JEFFERSON STANDAR D—Life 
sales in the first six months were a 
record $122,561,183, up 11%. Net gain 
in insurance in force was $70,220,543, 
bringing the total to $1,654,578,996. In- 
surance in force has been climbing at 
the rate of $11 million a month for 
the past 12 months. 


NORTH AMERICAN LIFE OF 
CHICAGO—Sales for the first six 
months of this year were up 28% 
over the record-breaking first six 
months of last year, thus establishing 
a new all-time record. North American 
will observe its golden jubilee anniver- 
sary at the Edgewater Beach hotel in 
Chicago Sept. 4-6. 





POSTAL LIFE—The Wolff agency 
at New York now leads every division 
of the company, ranking first for the 
month and year in volume, premium 
and group. In May, the agency paid 
for $1 million of ordinary. Alvin 
Wolff, himself, leads the company in 
personal production in both volume 
and premium and has become a mil- 
lion dollar producer in five months. 








All American Life & Casualty has 
been licensed in Tennessee and Utah, 
bringing to 20 the number of states in 
which the company operates. 








BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 





Old in tradition and sense of respon- 
sibility—new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 


Convention Dates 


July 25, American College of Life Underwriters, 
executive committee, New York City. 

Aug. 12-14, International Federation of Com- 
mercial Travelers, annual, Empress hotel, 
Victoria, British Columbia. 

Sept. 9-11, International Claim Assn., annual, 
Chalfonte- Haddon Hall, Atlantic City. 

Sept. 13-14, Southwest Management Conference, 
annual, Statler-Hilton hotel, Dallas. 

Sept. 15-20, National Assn. of Life Underwrit- 
ers, annual, Sheraton-Cadillac and Statler 
hotels, Detroit. 

Sept. 16-20, General Agents & Managers Con- 
ference, annual, Detroit. 

Sept. 17, American College of Life Underwrit- 
ers, annual, Sheraton-Cadillac hotel, Detroit. 

Sept. 18, American Society of Chartered Life 
Underwriters, annual, Detroit. 

Sept. 23, Fraternal Actuarial Assn., annual, 
Statler hotel, Los Angeles. 

Sept. 23-25, Life Office Management Assn., 
annual, Shoreham hotel Washington D. C. 

Sept. 23-25, National Fraternal Congress of 
America, annual, Statler hotel, Los Angeles, 

Sept. 26-28, Life Advertisers Assn., annual, 
Sheraton hotel, Philadelphia. 

Oct. 7-8, Conference of Actuaries in Public 
Practice, annual, Morrison hotel, Chicago. 

Oct. 7-11, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 14, Society of Actuaries, annual, Commo- 
dore hotel, New York City. 

Oct. 23-25, Assn. of Life Insurance Medical 
Directors, annual, Statler hotel, New York 
City. 

Oct. 25-27, Gleaner Life Insurance Society, bi- 
ennial, Louis Joliet hotel, Joliet, Ill. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
annual, Biltmore hotel, Santa Barbara, Cal. 

Oct. 31-Nov. 2, Mid-West Management confer- 
ence, annual, French Lick, Ind. 

Nov. 6-8, Institute of. Home Office Under- 
writers, Edgewater Beach hotel, Chicago. 


Nov. 10-14, Life Insurance Agency Management 





Assn., annual, Edgewater Beach hotel, Chi- © 


cago. 


Dec. 6-8, California State Assn. of Life Under- | 
es. midyear, Rickey’s Studio inn, Palo — 
0. 


Dec. 
winter meeting, Plaza hotel, New York City. 
Dec. 
Waldorf-Astoria hotel, New York City. 


PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 30 year 

old organization. 


1927-1957 


PAUL TEMPLE AND ASSOCIATES 
6355 NORTH CLARK STREET 
CHICAGO 26, ILL. 





[| BOSTON MUTUAL BUILDING | 


————— 















XUM 


9-10, Assn. of Life Insurance Counsel, © 


10, Institute of Life Insurance, annual, | 
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ASSOCIATIONS 





Mo. Life Agents Elect 


Crane of Mass. Mutual 


Officers of Missouri Assn. of Life 
Underwriters elected recently are: For- 
rest F. Crane, Massachusetts Mutual 
Life, Columbia, president; Clarence H. 
Meyer, Prudential, Jefferson City, 1st 
vice-president; Robert E. Davis, Robert 
E. Davis & Associates, Equitable Life 
of Iowa, St. Louis, 2nd vice president; 
and Fred X. Schumacher, Continental 
Assurance, Sikeston, secretary-treas- 
urer. 





Des Moines Agents Elect 


Spennrath as President 


Carl A. Spennrath, district manager 
for State Farm companies, was elected 
president of Des Moines Life Under- 
writers Assn. Other officers include 
J. B. Ryan, Bankers Life, Ist vice- 
president; George Pflanz, Union Cen- 
tral Life, 2nd vice-president, and John 
D. Karns, Lincoln National Life, sec- 
retary-treasurer. 





Wis. Life Agents Hold 


Leader Training Meeting 


Wisconsin Assn. of Life Underwrit- 
ers held its annual leadership training 
conference at Stevens Point. The first 
afternoon was given over to a meeting 
of the old and newly-elected state 
board of directors and local associa- 
tion officers, followed by a dinner. 
Mrs. Ann Bickerton, director of field 
services for NALU, and Francis G. 
McNamara, Waukesha, Old Line Life 
general agent and candidate for na- 
tional trustee, addressed the dinner. 

On the second day, officers and im- 
mediate past officers conducted a for- 
um to discuss the work and respon- 


sibilities of officers, budgets, sound fi- 
nances, developing association leader- 
ship, building and maintenance of 
membership, increasing interest in 
meetings and education. 


Salt Lake Life Agents Elect Porter 


Kenneth W. Porter, Beneficial Life, 
was elected president of Salt Lake Life 
Underwriters Assn., succeeding El- 
wood S. Romney, California-Western 
States Life. Other officers are Robert 
L. Boyer, Minnesota Mutual Life, 1st 
vice-president; Preston Adams, New 
England Life, 2nd vice-president, and 
Norman O. Jensen, Occidental Life of 
California, secretary-treasurer. New 
directors are Earl Palfreyman, New 
York Life; Le Roy B. Pyper, Califor- 
nia-Western States Life, and Kenneth 
E. Lake, Home Life. 


Lubbock, Tex.—New officers of South Plains 
association are E. E. Day, Southland Life, presi- 
dent; Alvin Guffin, Amicable Life, 1st vice- 
president; J. W. Anderson, Southwestern Life, 
secretary, and Marshall D. Farrell, Great 
American’ Reserve, treasurer. 


Eau Claire, Wis.—Seventeen members of 
Chippewa Valley Life Underwriters Assn. 
received national quality awards at a recent 
monthly luncheon meeting at Hotel Eau Claire. 
C. L. Egbert, Northwestern Mutual Life, re- 
ceived the 13-year seal. 


Port Huron, Mich.—Robert Bostick, St. Clair, 
was elected president of Port Huron Life 
Underwriters Assn. at the recent annual meet- 
ing. Other officers are Edwin H. Holmberg, 
vice-president; Barbara S. Weston, secretary, 
and Robert Dundas, treasurer. 


Manitowoc, Wis.—Eleven members of the 
Manitowoc association received national quality 
awards at a recent luncheon meeting. Calvin 
K. Hansen, Old Line Life, association president, 
presented awards. 


Springfield (Ill.) Life Underwriters Assn. has 
elected Edward Kunzweiler president. Other 
officers elected are: Charles Durr, 1st vice- 
president, and James Kenny, 2nd vice-presi- 
dent. 

Gary, Ind.—Calumet Life Underwriters Assn. 
elected Oscar Ritz president, Fred Lochbihler 
vice-president; Charles Wray treasurer, and 
Glen Andrews secretary. 

Battle Creek, Mich.—Kenneth D. Miller, 
Metropolitan, has been installed as new presi- 
dent of the Battle Creek association, succeed- 
ing Robert S. Fleming. Other new officers are 
John R. Shaw, vice-president; Kenneth K. 
Parlin, secretary, and David A. Wrate, treas- 
urer. 
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A WELL-BALANCED COMPANY 
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balance... 
essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 
balance of tradition, product and 
management. Fidelity is 


a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 

















QUALITY .. . Our Heritage 








Our Policies 


Loss of Time 


Accident and Sickness The agent interested in 
e 


, offering quality writes I]li- 

Hospital, Medical ; 

and Surgical nois Mutual Casualty Com- 
e 

Non-Cancellable and 

Guaranteed Renewable 

to Age 

Accident and Sickness 


a 
Major Medical Expense 
e 
Cancer and Specific 
Disease Expense 
* 
Franchise Group 
and Key man Loss 
of Time Plans 


VLLANOAS MUTUAL 
ENSVNS EOI 


WOMASSESSABLE 
E. A. McCORD, President 


pany policies. 


To meet the needs of your 
clients and increase sales 
. include these in your 


portfolio. 





Dependable Accident, Sickness and Hospital Insurance Since 1910 





NEED A 


Greth 


TO THIS 


IMPORTANT 
BUSINESS — 


AMERIGAN GASUALTY 





COAST-TO-COAST BRANCH OFFICE 


American Casualty Company Dept. E 
412 Washington St., Reading, Pa. 


Please send me complete details about Association Group Insurance. 


NAME 





We will welcome your inquiry 
concerning 
rangements for a Direct Contract. 


WHEN YOU 


Desirable 
Agency Openings 
Available 
in the following 


Arizona 
Ilinois 
Indiana 
lowa 
Florida 
Colorado 
Kentucky 
Michigan 
Minnesota 


Wisconsin 


our complete ar- 


HOME OFFICE 
411 Liberty 
Peoria, Illinois 

















Loss of Time 
Business Expense 
Major Medical 
Major Hospital 


Approach 


SERVICE 








ADDRESS 





CITY 
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NW Mutual Agents to 


See Centennial Revue 


MILWAUKEE—An unusual feature 
of the annual meeting of the North- 
western Mutual Life Assn. of Agents 
in Milwaukee, July 22-24, will be the 
presentation of a full-scale musical 
and dramatic show, “Shadow of a Gi- 
ant,” as the highlight of the agents’ 
annual party at Municipal auditorium. 

The show, which will be the climax 
of Northwestern Mutual’s 1957 centen- 
nial celebration, will be presented by 


the company in cooperation with the 
Idea theater of University of Wiscon- 
sin. Everything about the show is pro- 
fessional, except that the entire cast 
of 200 actors, singers and dancers are 
regular employes of the Northwestern 
Mutual. 


“Shadow of a Giant” will be an 
original production. Robert E. Gard of 
Idea theater is the producer. The stage 
manager is Howell Powell, an active 
member of community theater and 
singing groups, and the only North- 
western Mutual employe in this pro- 





Brokers look 








Your client has a choice 


of many practical options: 

e He picks the retirement age that best suits his cir- 
cumstances, when he knows what’s best for him. 

e He may defer maturity age any time up to age 70. 


e He may continue payment of original premium for 
period of deferment, and substantially increase the 
income payable at maturity; or 


e He may discontinue premium payments and have a 
smaller increase in the income payable at maturity. 


e He is offered important tax advantages by exercising 
his option to defer maturity date. 


Call your nearest Guardian manager 
for full information, or write . . 


Ti.e GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 


for Leadership 





to GUARDIAN 


In Flexible 
RETIREMENT 
INCOME 

PLANS 











duction staff. 

The show is essentially a humorous 
and folksy production, highly enter- 
taining and has many catchy tunes. It 
is built around the history of Wiscon- 
sin, highlighting Northwestern Mu- 
tual’s 100 years in business. “Shadow 
of a Giant” takes its name from the 
pioneer settler in Wisconsin—the giant 
human being whose work foresha- 
dowed the future of the state. Accord- 
ing to W. W. Cary, chairman of the 
company’s centennial council, it is a 
type of production, new and different, 
with the best elements of many theat- 
rical forms—pageant, play, operetta, 
ballet, spectacular and musical comedy 
and yet it is not exactly any one of 
them. 





Maduro Tells How to Avoid 


Prunier-Sanders Snags 
(CONTINUED FROM PAGE 3) 
exactly the same, both in form and 
substance, as a stock redemption agree- 
ment where the stockholder is 100% 
uninsurable and no insurance is in- 

volved. 

Following his lecture, Mr. Maduro 
was quizzed by a three-man panel who 
asked questions they thought would 
most likely be in the minds of the 
audience. The interrogators were D. 
Miley Phipps, New England Life, 
Cleveland; John H. Thurman, Penn 
Mutual Life, Atlanta; and Stanley S. 
Watts, Equitable Society, Norfolk. 

Among the questions were these: 

—Do the Prunier and Sanders cases 


affect the cross-purchase of insurance 
between individual stockholders? No. 

—In both the Prunier and the Sand- 
ers cases the courts considered the 
right to change the beneficiary and 
then went further and said there was 
no benefit to the corporation. Would 
this affect key-man insurance? No. If 
the court had found that a true cor- 
porate purpose had been served, the 
decision would have been different. 
If you have a true business purpose, 
you needn’t worry. 

—What if the key-man is a 100% 
stockholder? You must prove that the 
insurance is for the benefit of the cor- 
poration and not just a device used 
for the benefit of the individual stock- 
holder. 

—Do you think the Prunier and 
Sanders decisions will undermine the 
use of insurance where redemption 
agreements are drawn properly? No. 
Both the Prunier and Sanders decisions 
stressed the fact that the insurance did 
not serve a business benefit. 





Manhattan Cites 30-Year Employes 


J. P. Fordyce, chairman of Manhat- 
tan Life, presented membership cards 
to six new members of the 30-Year 
Club at a luncheon at New York Ath- 
letic club. They are Miss 
Whittaker, secretary’s department; 
George Green Jr., assistant manager 
of the policyholders service depart- 
ment; Miss Margaret Young, secre- 
tary’s department; Harold Larsen, ac- 
tuarial department; Leon O. Head, 
vice-president, and Philip O. Laurin, 
assistant superintendent of agencies, 
eastern division. 
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requested to make payment in advance. 





Rates—$9.50 per inch per insertion—1 inch minimum. Limit 40 words per inch. Deadline Wednesday 
before first Tuesday of month in Chicago office—175 W. Jackson Blvd. Individuals placing ads are 


INSURANCE EXCHANGE MAGAZINE 











Assistant to President 


Long established, medium-sized, Eastern, mutual insurance company writing ordinary, 


accident and health, and group. 


A difficult assignment but unique opportunity to gain working knowledge of entire 
company operation. Varied home office experience and technical knowledge helpful 
but not essential. Initiative, organization ability, personality, capacity to work with 
others more important. College degree preferred. 

Please write complete biography. If qualifications attractive, appointment will be 
arranged. Address Box V-36, The National Underwriter, 175 W. Jackson Blvd., 


Chicago 4, Illinois. 











SALES MANAGEMENT 
LIFE INSURANCE 


We need an outstanding man to fill a 
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newly created position to plan and direct Granted to qualified applicants to spear- 
Life Insurance training and promotional head expansion program in Texas. Top CARI 
activities in our Midwest territory. Proven ctitinans Wied Mtitln Golicies 
experience in selling, recruiting, training : : : ie | 
and supervision essential. Should have Territory, Over 100 Rate Book Policies, CON 
about 10 years in Life Insurance. C.L.U. Special Policies, A&H and Hospitalization, 2 
and/or L.U.T.C. Courses and A & H ex- Group and Credit. Open mind on other am 
perience desirable. Age 35-40, College new policies. Bring us your ideas. Our : 
graduate, married. Submit complete Agi Agents know of this ad, so write in confi- 
sume including age, education, experience d pig Director, Box V-40, ¢/ 
and salary requirements in confidence to: eres ae Sees eee eee Hehe H 
Midwest Zone Personnel Manager National Underwriter, 175 Jackson Blvd., arry | 
hi 4, Illinois. 
ALLSTATE INSURANCE COMPANY Prteage ss. Nae oe 
arr jo Ol 
5324 W. Devon M. ses 
inoi A. Mosc 
Chicago 30, Illinois 7 & Som 
WOMAN LIFE UNDERWRITER 
GROUP REPRESENTATIVE WANTED Capable of organizing and managing a Women's 
men r cago ome ce a ( 
betablished. Grow. Office. Houston, a Reserve Company, writing Life, Health, Accident CHA: 
large, fast growing, nationally known New Eng- and Hospital Insurance. If you can qualify, posi- 
nd company. Territory includes Southeast Texas tion will pay a substantial salary and production ( 
and Southern Louisiana. Salary plus bonus. r bonus. Applicant must have ,personal production d 
field force has been notified of this advertisement. record as well as or an an 
Write Box V-37, c/o The National Underwriter capacity. All replies will be held in strict a 
Co., 175 W. Jackson Blvd., Chicago 4, IIl. dence. Address Box V-45, c/o The National Under- Te 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 332 S. Mi 
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urance : 
s? No. e 
sand- NAIC Wants Only Insured Plans in Code 
, e 
y and (CONTINUED FROM PAGE 2) 
re was ; j 
Would posed code of ethics, such as banking C.F.J. Harrington, executive vice- 
No. If and labor union officials, comptrollers, president of National Assn. of Casualty 
e cor- management trade association execu- & Surety Agents and a former Massa- 
d, the tives, and health and welfare fund chusetts insurance commissioner, sug- 
ferent. trustees and administrators. gested uniform legislation in the states. 
irpose, Barclay Shaw, New York City, sec- Mr. McConnell objected that having 
retary-counsel of National Assn. of the legislation would not serve any 
100% Insurance Brokers, made the formal purpose if it were not effective. Mr. 
at the presentation on behalf of NAIB, Harrington suggested working with a 
.e cor- NALU, International Assn. of A&H committee of Congress as the commis- 
> used | Underwriters, and National Assn. of sioners did in evolving the language 
stock- Casualty & Surety Agents. The asso- of PL 15. This appeared to meet with 
ciations had not had time to clear the Navarre subcommittee’s approval. 
r and | their suggestions with their governing ° e ° 
ne the | bodies but agreed that they could get Albert Pike, actuary of Life Insur- 
nption | their suggestions in written form ready ance Assn. of America, said there 
72 No. for submission to the NAIC subcom- seemed to be a little fuzziness on how 
cisions _ mittee before the Oct. 15 deadline sug- this proposed code fitted in with the 
ce did gested by Mr. Navarre. model legislation enacted thus far in 
Commissioner McConnell of Califor- five states. He said these disclosure 
nia, a member of the subcommittee, bills, covering both insured and unin- 
yloyes wondered what degree of regulation sured plans, do a “half-job” on insured 
anhat- Would be considered sufficient by in- plans because they deal with the mon- 
cards | fluential members of Congress to show ey before it gets to the insurer but not 
)-Year that the states were doing the job con- after that—for example, where in re- 
< Ath- templated by public law 15. turn for buying over-priced insurance 
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the insurer agrees to an over-sweet- 
ened commission rate. 

Mr. Pike said he sympathized with 
the producers’ organizations but the 
code really deals with matters like 
commissions and claims that do not 
concern an uninsured plan. 

‘“‘We’d more or less miss the point 
by having this thing cover uninsured 
plans,” he said. 


Questioning Mr. Pike’s statement 
that the model disclosure bill does 
nothing about money after it gets into 
the insurer’s hands, Mr. Dunaway said 
there is a requirement that the fund 
managers must get from the insurers 
a statement of fees and commissions 
paid and include it in their report. 

Mr. Pike conceded this was so, but 
pointed out that disclosure of commis- 
sions with no guide to indicate what 
should be considered a high or a low 
commission would render the disclo- 
sure of little value. For example, a 2% 
commission might look reasonable, 
though actually, because of the size of 
the case, it might be more than double 
the customary rate. Few people, he 
said, realize how low the commission 


percentage rate is in large group cases. 

Chairman Navarre was quite em- 
phatic about the role of the proposed 
code, saying it was to be more than a 
collection of “pious platitudes.” It 
should be, he said, something that 
commissioners could use as an inter- 
pretive guide in enforcing state fair 
trade practice laws in insurance. Mr. 
Dunaway wanted to know if violation 
of the code could be the basis for re- 
voking an agent’s license in a state 
where a license may be revoked for 
“not acting in the public interest.” 
Would getting commissions in excess 
of those specified in the code be con-- 
sidered “not acting in the public in- 
terest?” Mr. Dunaway asked. 

Mr. Navarre did not give a flat reply 
to this but indicated he would hope 
the presence of the code would deter 
violations of it as possibly endangering 
the agent’s license. 





The Prudential agency and invest- 
ment offices at San Jose, Cal., have 
moved to new quarters at 915 Bas- 
com avenue. E. W. Coogan is the 
agency manager and Donald W. An- 
derson is head of investments there. 
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Guarantee Mutual Life Company’s 
sales for the five months of 1957 are 


48% Ahead ~* 
of 1956 \\\ 


For two years in a row The Men 
with The Guarantee have produced 
sales more than 25% ahead of the 


previous year. 


fine sales force plus... 
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J. D. Anderson 
Agency Vice Pres. 
1805 Douglas Street 
Omaha 2, Nebraska 





Ralph E. Kiplinger, President 


And the sales force is the same size! 


The Guarantee’s bid for the future is this 


Graded premiums 

Step-down rates for women 

The Family Protector 

New deductible hospital policies 
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MDRT to Study What Makes Agents Qualifiers 


(CONTINUED FROM PAGE 8) 





and selection within the industry.” 

What the institute will do, said Mr 
Earls, is to prepare, with the aid and 
counsel of the MDRT public relations 
committee and other industry sources, 
a detailed research questionnaire, 
which will be completed by fall. From 
then until the first of the year the 
institute will conduct fairly intensive 
interviews with a sample of between 
75 and 100 MDRT members and an 
equal number of men writing between 
$250,000 and $500,000 of business a 
year, who have never been members 
of the Round Table. Preferably these 
men would be in the same agencies 
with the MDRT members interviewed. 

It is anticipated that the interview- 
ing, to be conducted under present 
plans, at New York, Atlanta, Dallas, 
Los Angeles, Chicago and Detroit by 
skilled interviewers from the institute 
staff, will be completed by the end of 
1957 and that by April 30, 1958, a sum- 
mary of the findings can be completed 
and reported back to the public rela- 
tions committee. Mr. Earls asked for 
the cooperation of MDRT members in 
volunteering for interviews. MDRT 
headquarters will send out forms in 
the next few months requesting vol- 
unteers. 

“At this point, we are not at all 
sure what will come forth from this 
research project,” said Mr. Earls. “It 
might show that our members are dif- 
ferent from men who do not belong to 
the Round Table. It may show that 
they are no different, and that in it- 
self would have value. The Institute 
for Social Research is confident that 
something interesting will come as a 
result of their study. The practical 
knowledge of Dr. Rensis Likert, who 
was many years with the Life Insur- 
ance Sales Research Bureau, should be 
of infinite value in the appraisal of the 
value of the study as well as in assur- 
ance of its ultimate success. 

“In an effort to insure that as much 
practical value will come out of a re- 
search project of this kind as possible, 
the committee will simultaneously 
conduct another research project by 
an experienced testing specialist from 
the life insurance industry. Mr. Fran- 
cis Merritt many years ago began a 
study on the selection of agents 
through scientific aptitude testing for 
the National Life of Vermont. Later 
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© GENERAL AGENT 


with the Central Life of Iowa he was 
agency vice-president and for the past 
few years he has been associated with 
the Mutual Benefit Life in a research 
project on selection of successful sales- 
men. The past two years he has tested 
2,000 prospective agents for the life 
insurance business with a 5-hour test- 
ing technique that he had developed 
over the years and developed patterns 
and profiles for these prospective 
agents. 

“At no cost to the Round Table, we 
have been able to persuade Mr. Mer- 
ritt to work with the people at the 
Institute for Social Research in the 
development of their questionnaire 
and simultaneously but separate from 
their endeavors he will test for us 100 
of our own members, picked at ran- 
dom throughout the country, and make 
an appraisal of the results of the tests 
completed by those of our members 
selected as ‘guinea pigs.’ He will de- 
velop from this a typical profile of a 
million-dollar producer in three areas 
—mental ability, personality, and in- 
terests. The result of his own research 
activities will be available to the in- 
dustry through the Million Dollar 
Round Table for use in selection and 
recruitment of men most likely to have 
the capacity to achieve million-dollar 
production. This second research proj- 
ect, your committee feels, is really 
back-stopping the broader, more the- 
oretical institutional approach with a 
practical project which we know in 
advance will have specific and definite 
results.” 


Some members, said Mr. Earls, may 
wonder about the value of such studies 
but, he said, it is the committee’s feel- 
ing that “the more we can learn about 
ourselves and promulgate to the in- 
dustry, the more useful we can be to 
the industry. The stronger we become 
in the industry, the greater our sphere 
of influence, resulting in more pres- 
tige and greater public acceptance in 
the coming years.” 

“Many of you have sons, sons-in- 
law, young friends and associates who 
will join you in business or whom you 
would like to see come along in your 
respective agencies,” Mr. Earls stated. 
“Men before you brought the business 
to its present state of public accept- 
ance. To make the business better for 
yourselves, better for your relatives, 
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better for those who come after us, 
the contributions that we can make to 
our industry through projects of this 
kind can simultaneously satisfy both 
our selfish interests and our do-good 
instincts.” 

The MDRT will use for the research 
project $11,000 of the $12,000 supplied 
by Penn Mutual and Northwestern 
Mutual. The remaining $1,000, aug- 
mented by $200 of MDRT funds, will 
be used for the four institute of in- 
surance marketing scholarships. 

William D. Davidson, the 1958 
MDRT chairman, has long been active 
in association work. He has served as 
a trustee of National Assn. of Life 
Underwriters, as president of Chi- 
cago Assn. of Life Underwriters and 
Equitable CLU Assn., and as a director 
of Illinois Life Underwriters Assn. and 
the Chicago CLU chapter. 

In 1952, Mr. Davidson was chosen 
from among Equitable’s 7,500 agents 
to receive the company’s “honor agent” 
medal as “the representative who has 
done the most for the institution of 
life insurance during the preceding 
year.” He has qualified for the MDRT 
13 years in a row. His sales are mainly 
in the estate planning, business in- 
surance, and employe benefit fields. 
He entered life insurance with Equi- 
table in 1933. 

Additional news of the annual meet- 
ing of the Million Dollar Round Table 
will be found elsewhere in this issue 
and in last week’s paper. Some of the 
sales ideas presented in the room- 
hopping session will be summarized in 
a subsequent issue. 


Nat'l L. & A. Buys 
Hotel for Office Space 


National Life & Accident has bought 
the eight-story Memorial hotel at 
Nashville to be used as needed to re- 
lieve space problems of the home office 
which is in the same block as the hotel 
and separated by parking area. The 
price paid for the hotel building was 
reported to have been about $450,000. 

Memorial hotel ceased operations 
several years ago, and the building was 
remodeled, redecorated and converted 
into an office building but was occu- 
pied only for a short period. Conse- 
quently, it will be possible for Nation- 
al Life & Accident to make the build- 
ing ready for use in a short time, and 
it plans to move the first units of some 
of its operation into the building with- 
in a few months, perhaps by fall. 


Cash Sickness Bills 
Defeated in 9 States 


Nineteen compulsory cash sickness 
bills were introduced in nine states 
during the legislative sessions just com- 
ing to a close, and all were defeated, 
according to Edward H. O’Connor, 
managing director of Insurance Eco- 
nomics Society. 

States in which cash sickness bills 
were introduced were Arkansas, Con- 
necticut, Delaware, Illinois, Massachu- 
— Michigan, Minnesota, Nevada and 


hio. 

In Illinois the broadest bill of its kind 
in recent years was introduced with 
the backing of organized labor. The 
measure would have taxed both em- 
ployer and employe at a 134% rate on 
the first $3,000 of annual salary, and 
would have paid a top benefit of $52 
per week. 











CHARLES T. HOLT, 53, assistant 
manager of Mutual of New York’s pol- 
icy payment division, died suddenly 
following a heart attack at his home 
in Ridgewood, N. J. He started with 
the company as a claims representa- 
tive in 1935. 


H. H. Earle, 78, Is 
Named to Replace 
Taylor in Oregon 


Hugh H. Earle has been appointed 
by Gov. Holmes as Oregon insurance 
commissioner to replace Robert. B. 
Taylor. 

Mr. Earle, who is 78, was Oregon 
commissioner for six years in the 1930s 
under two governors. He was in the 
general insurance business for 16 
years before that and is listed in the 
1938 “Who’s Who in Insurance” as_ 
one of the founders of the Eugene 
Insurance Union and Oregon Insur- 
ance Agents’ Union. 

Mr. Taylor is immediate past pres- 
ident of National Assn. of Insurance’ 
Commissioners. He was named Ore- 
gon commissioner July 1, 1949, and re- 
appointed in 1953. From 1940 to 1942 
he was a broker at San Francisco, 
and then for seven years was special’ 
agent and state agent in Washington” 
and Oregon for Crum & Forster. He- 
is a former president of Oregon Fire 
Underwriters Assn. The political axe 
was expected to fall on Mr. Taylor) 
after the 1956 election. His term ex-) 
pired on July 1. i 


a 





3 


Hendley Nominated for 
NALU Secretary Post 


(CONTINUED FROM PAGE 1) 
didates, who are listed alphabetically: 

David M. Blumberg, general agent 
Massachusetts Mutual Life, Knoxville, 
Tenn. 

Q. L. Ching, agent of Prudential in 
Honolulu (renominated). Mr. Ching is 
listed now as an agent, having given 
up managerial duties. 

Louis J. Grayson, agent of Travelers 
at Washington, D.C., (renominated). 

Paul E. Martin, manager Metropoli- 
tan Life, Lexington, Ky. 

R. L. McMillon district manager for 
Business Men’s Assurance at Abilene, 
Tex. 

Frank G. McNamara, general agent 
of Old Line Life of Wisconsin at Wau- 
kesha, Wis. 

Ellen M. Putnam, agent of National, 
Life of Vermont at Rochester, N.Y. 

Fisher E. Simmons Jr., general agent 
of Pan-American Life at New Orleans 
(renominated). 

Jack Stewart, agent of Phoenix Mu- 
tual Life in Cleveland. 


Chairman Wood said the nominating 
committee had an all-time high of 23 
candidates proposed for trustee and 
because of being limited by the bylaws 
to a maximum of nine trustee candi- 
dates some excellent candidates had to 
be left off. The committee suggested 
nominations from the floor be made 
so that the national council may have 
an even wider range of choice in filling 
the places on the board. 

Theyve are six 2-year posts to fill on 
the board. Assuming Mr. Hendley is 
elected secretary, there would be an 
additional trustee elected, to fill out 
the remaining year of Mr. Hendley’s 
trustee term. There would also be a 
one-year spot to fill if the other can- 
didate for secretary, Harry Phillips of 
Detroit, who recently moved to Califor- 
nia, should be nominated from the 
floor and elected, since Mr. Phillips, 
like Mr. Hendley, is in the middle of 
his second term as trustee. 

Mr. Wood said he felt it would be a 
fine thing to have a real contest for 
the secretary and trustee posts rather 
than having a dearth of candidates, as 
has happened in some years. 
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It may be only a decade or so 
until man will be soaring through 
space in atomic rockets fo visit ——— 

other planets, taking no longer —<@_ b: | PM ae: 
than it does to visit other countries 
today. New frontiers will open, 
offering new challenges to men - 
of adventure and vision. 
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OHIO NATIONAL/LIFE 
agents design for tomorrou too! 


Home Office underwriting attitudes can make or break the agent. 
Ours are designed to encourage quality business and 
keep earnings high . . . now, and in the future. 


Our well diversified line of contracts, including group 

and pensions, charts the course of man’s life insurance 
needs. To the agent, this means steady, profitable 
production. Business once written, is issued, almost without 
exception, as witnessed by a declination rate of 

less than 2%. Granted, it can’t all be issued standard, 

but every consideration is given before ratings are attached. 


Service is equally important. Close cooperation 
between the Home Office Underwriting Department 
and field representatives is fact, not fancy. 
The Ohio National Life agent gets every 
assistance on special contract 

problems when and where he needs if. 

The personal attention and cooperation 
he gets—both in the field and from = 
the Home Office—helps him maintain | RU 
a high degree of sales efficiency. ae a 
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The underwriter in the field can 
accomplish much—and go far— 
when his problems are understood 
by the Home Office and if he’s 
given help when he needs if. Our 
Underwriting Department acts 
quickly and thoroughly to provide 





the ist our agents need. 



























APPEARING 55,877,170 TIMES 


_.. fo help wrap up record sales 
of New York Life’s newest product! 











Announcing New York Lifes pace-setting 
FAMILY INSURANCE PLAN 


4i® Insurance 
1, ” 2% €Conomice/ 
temily size ‘package / ‘ 
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Hard-working 


Advertisements 
like this one will be seen 
by millions in Life, 
Saturday Evening Post, 
Look, Better Homes & 
Gardens, Sunday 
Magazine Sections and 
daily newspapers. They’ll 
help stimulate even 
greater demand for 
New York Life products. 















Life Insurance ° Group Insurance ° 





Covers you 
your children—all 





your wile, 
in just one policy 


with a low monthly premium 


Modern as the minute, this new insurance 
offers ‘family plan’ convenience and econ- 
omy. Taken out on your own life, the same 
single policy insures your wife and children 
as well—even covers children born later. If 
your family qualifies, here's the protection 
each unt of New York Life's Family Insur- 
ance provides 


FOR YOU—$5000 of permanent insurance 
which builds generous cash and retirement 
values. 


FOR YOUR WIFE—$1250 of term insurance 
if she’s your age—more if she’s younger, less 
if older. Her insurance expires at your age 
65° and can then he converted to permanent 
insurance. If your wife dies before you, her 
insurance becomes payable and, in addition, 
you receive $1250 of term coverage to age 65 


FOR YOUR CHILDREN—$1000 of term in- 


surance on each insured child which expires 


at his age 22 or at your age 65—whichever is 
earlier. At its expiration, the term insurance 
on each child can be converted to as much 
as $5000 of permanent insurance 


OTHER SPECIAL FEATURES: Newly arrived 
babies from the age of 15 days to 6 months 
are covered for $500—and, after 6 months, 
for $1000—at no increase in premium. Auto- 
matic waiver of premium on you and double 
indemniyy on both you and your wife are 
also included. What's more, if you die, the 
term insurance on your wife and children 
becomes fully paid up! 


So why not make both present and future 
more secure for your entire family this easy, 
economical way? Ask your New York Life 
agent how you can insure yourself, your wife 
and your children all under this one new low 
premium plan—Family Insurance. Or write 
to New York Life's Home Office at the ad- 
dress listed here 


THE NEW YORK LIFE AGENT IN YOUR COMMUN!TY IS & GOOD MAN TO KNOW 











HERE'S THE LOW MONTHLY PREMIUM 
FOR EACH UNIT OF FAMMY INSURANCE 








Feters ge | Premium for Premium for each unit 
of inwe och vat if under Check-O-matic ®t 
2s $10.70 $10.30 
30 12.17 10.72 
35 14.08 13.56 

















Dividends can be used to reduce premium payments 
Plan available throughout the United States and 

Canada (except in Massachusetts). 

*All expiration dates occur on policy anniversary 
nearest age shown. 

tCheck-O-Matic® is New York Life's special monthly 
premium payment plan. 


New York Life 
Insurance @# Company 


SI Madison Ave., N. Y. 10, N. Y. 
(In Canada: 320 Bay Street, Toronto, Ontario) 


Life 





Accident & Sickness Insurance 
Employee Pension Pians 





‘A MUTUAL 


Accident & Sickness Insurance ° 


COMPANY 


~. New York Life 


Insurance Company 


FOUNDED IN 1845 


Employee Pension Plans 





